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The Peoria Life agents have this big advan- 

_ tage: they know they are never working 

| . = alone. The beginner gets thorough coop- 

aes i‘ —» eration right from the start—a complete 

“de. lt a course of study in insurance and salesman- 

neat ceetnet = EER ship, and the services of a competent advisor 

such ie ded? : who works with him until he is firmly es- 

oy IEEE tablished and his progress assured. 

tion i sls ’ z " 

that = BREED A : Even the veteran in the business appre- 

aie Fatficee perry ciates the helping hand that is constantly 

= > = held out to him. Every resource of the 

| Fearne 

“Cooperation Headquarters” Company that can help him In his work 1S 

x" “ a at his <n His individual needs are 

ders Home Office Building of the Peoria Life. Owned ° ° ° 

vide lok tebaeninci considered and the particular kind of coop- 

fen aemladeicmemee eration to meet those needs freely given. 

ne “Policies Strong as Farm The Peoria Life and its agents are 

a Mortgages Can Make Them!” partners in business. ~The Company pros- 

nent pers because we work with our. agents, 
Good serve them, help them make good. The 
Contracts result of this partnership is seen in the un- 

the to Clean, usual progress of the Peoria Life, and the 

and Live accomplishments of the Peoria Life Happy 

font Agents Family of Successful Agents. 
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NEW HOME OF THE GREATEST ILLINOIS COMPANY 
1212:Lake Shore Drive 


Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


A PRELIMINARY STATEMENT 


The Company announces at the close of business December 31, 1922 
PAID FOR INSURANCE IN FORCE WAS MORE THAN 


141 Million Dollars 


WHICH IS AN INCREASE OF 


5 Million Dollars 


THAT ITS ADMITTED ASSETS AMOUNTED TO 


21; Million Dollars 


WHICH IS AN INCREASE OF 


2 Million Dollars 


THAT ITS INCOME FOR THE YEAR 1922 WAS NEARLY 


5 Million Dollars 


SINCE ITS ORGANIZATION THE ILLINOIS LIFE HAS PAID 
POLICYHOLDERS anp ruerr BENEFICIARIES MORE THAN 


23 Million Dollars 


CAPITAL, SURPLUS AND SPECIAL FUNDS OVER 


3 Million Dollars 
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SALES CONGRESS STARS 
TALK AT LOUISVILLE 


W. E. Bilheimer of the Franklin 
Life Gives Inspirational Ad- 
dress and Presides 





EDWARD A. WOODS SPEAKS 





Frederick A. Wallis, Manager of the 
Fidelity Mutual Life at New York 
City, a Topliner 





LOUISVILLE, KY., Mar. 27.—One 
hundred and seventy-five life insurance 
agents of Kentucky and southern In- 
diana attended the one-day sales con- 
gress, held here yesterday, under the 
auspices of the Louisville Association 
of Life Underwriters. 

The feature of the program was a talk 
by W. E. Bilheimer, sales manager of 
the Franklin Life, in the form of a dem- 
onstration in emotional selling and clos- 
ing, a practical demonstration showing 
that the average man is not carrying 
nearly enough insurance to give his 
children and family necessary protection 
in event of death. He pointed out that 
many of these are not carrying as much 
insurance as they imagine they are car- 
tying on the basis of return on invest- 
ment of insurance monies and pointed 
out how to close contracts in selling 
msurance to underinsured men. 

At the opening of the convention L. 
C. Cook, president of the local associa- 
tion, connected with the Guardian Life, 
made a short talk on the reasons for 
the meeting and what would be brought 
out. He then turned the meeting over 
to Mr. Bilheimer, who acted ‘as chair- 
man throughout the day. 


Commissioner Ramey’s Talk 


_James F. Ramey, insurance commis- 
sioner of Kentucky, next on the pro- 
gram, talked on protection given by the 
state commissioner to insurance men 
and his effort to keep bad practices eut 
of the insurance business of the state. 
Mr. Ramey discussed arguments of 
some leading writers of the country 
concerning withdrawal of insurance 
Monies and investment in speculation, 
holding that this was wrong and re- 
sulted in destroying a sure thing for 
an uncertainty. He discussed statistics 
covering insurance in effect, lapses, etc., 
and showed that in 1922 Kentucky made 
Considerable progress. 
A. O. Eliason, president of the Na- 
tonal association, who was to have 
talked on the organization work, failed 
to be present. 
_ ,> Simmons, vice-president of the 
so merican Life of New Orleans, 
ag the heading “Success Factors in 
ma cape per Salesmanship,” brought 
oa ae of all agents knowing their 
ns — business men and not only 
~~ 21g lactories but the little ones em- 
oe 10 to 50 men. He held that 90 
a ‘> agents didn’t know the 
ae of half of the factories in their 
M4 coy cally the smaller ones. 
Woods, ex-president of 





REPORT IS DISCUSSED 


REVIEW DISABILITY CLAUSE 





Special Committee of the American Life 
Convention Held a Meeting to 
Talk Over Subject 





The disability clause committee of the 
American Life Convention, which was 
appointed following the last annual 
meeting, hopes to have a detailed report 
made for the forthcoming session of 
the convention in Des Moines. Dr. 
Henry Wireman Cook, vice-president 
and medical director of the Northwest- 
ern National Life of Minneapolis, is 
chairman of the committee. Dr. Cook 
called a meeting of the committee at 
the time the Medical Section of the 
American Life Convention met in Chat- 
tanooga. Those present were George 
Graham, vice-president Central States 
Life; Lawrence M. Cathles, actuary 
Southland Life; Dr. H. A. Baker, medi- 
cal director, Kansas City Life; I. Smith 
Homans, actuary Commonwealth Life 
of Louisville, and W. S. Ayres, general 
counsel Bankers Life of lowa. 

Points Considered 


The general scope of the work was 
outlined and the following were some 
of the points considered: History of 
the origin and development of the dis- 
ability clause; analysis of the various 
disability provisions in common use; 
rates for different disability provisions, 
including recommendations as to what 
funds in excess of reserve, if any, should 
be set aside to.cover the possibility that 
loss may exceed the expected; sugges- 
tions, in the form of several sample 
clauses, which the committee might feel 
justified in recommending; recommen- 
dations as to how claims should be in- 
vestigated; discussion of proper liberal- 
ity of treatment towards claims, tabula- 
tion of causes of disability, fraudulent 
claims; court decisions; follow-up 
methods for determining persistence 
of disability; uniform blanks;  se- 
lection, including recommendations as 
to limits, benefits to women, occupa- 
tions, substandard risks, moral hazard, 
speculation, etc. 








the National association, discussed “In- 
surance Needs and Their Remedies.” 
He followed much the same line as Mr. 
Bilheimer, citing cases of what business 
men carried in the way of insurance 
and what they should carry and what 
their insurance if sifted down would 
produce annually for their estate. 

C. J. Orbison, judge of the superior 
court of Indianapolis, under “Estate 
Hazards and Life Insurance,” held that 
the foundation of any estate is life in- 
surance, it being sure and safe, whereas 
65 percent of the iron-clad wills can be 
broken by shrewd lawyers, which means 
that life insurance is the safe way of 
leaving money, as there were no rake- 
offs, lawyer fees, etc., to be deducted 
and it affords full protection. 

Frederick A. Wallis, manager of the 
Fidelity Mutual in New York, under 
“Human Needs Supplied by Life Insur- 
ance,” argued principally on writing 
life insurance instead of death insur- 
ance, talking in favor of endowments. 





DEAL IS COMPLETED 


APPROVED BY COMMISSIONERS 





Some Objection Was Made to Reinsur- 
ance Contract of Indiana National 
in Missouri State 





ST. LOUIS, MO., Mar. 28.—The 
contract for the reinsurance of the In- 
diana National by the Missouri State 
Life was approved by the special com- 
mittee of insurance commissioners here 
today. Thomas J. Houston or Illinois, 
chairman of the committee, stated that 
a few claritying amendments were made 
to the contract; but that the changes 
were intended to wipe out ambiguous 
language and that the contract approved 
was substantially unchanged. He de- 
clined to state the changes until they 
are approved by the superior court of 
Marion county, Ind., because of the re- 
ceivership in that court. The contract 
will be given to Receiver Fred A. Sims, 
who is to submit it to the Indiana court, 
unless he should object to the contract, 
which is not anticipated. 


Will Get Dollar for Dollar 


The hearing was executive but Mr 
Houston gave a statement of the com- 
missioners’ finding to the press after the 
meeting. Massey Wilson represented 
the Indiana National stockholders at the 
hearing and T. F. Lawrence the Mis- 
souri State Life. The Missouri State 
Life now has $400,000,000 insurance in 
force and will obtain an additional $15,- 
800,000 through this reinsurance con- 
tract. Commissioner Houston estimated, 
he said, that the Indiana National stock- 
holders will receive dollar for dollar 
when the company liquidates, and pos- 
sibly better than that. 

Ben. C. Hyde, Missouri insurance 
superintendent, had appointed Indiana 
Commissioner McMurray and Thomas 
J. Houston of Illinois to sit with him- 
self as the commission to pass on the 
contract. The commission met last 
week and on Tuesday of this week an- 
other meeting was held in St. Louis. 
The objections to the original contract 
are referred to as “lack of clearness” 
and “ambiguity of terms.” 


Would Set Aside Receivership 


It is understood that an appeal to 
the Indiana supreme court to have the 
receivership of the Indiana National set 
aside will be made. Indiana Attorney 
General U. S. Lesh, in his receivership 
proceedings, charged the Hawkins 
Mortgage Company, of which Morton 
S. Hawkins is president, with attempt- 
ing to acquire all stock of the insurance 
company. The petition does not hold 
President Renick or his assistants re- 
sponsible for the company’s plight. 


Investment Bill in Tennessee 


A bill has been introduced in the Ten- 
nessee general assembly to require life 
insurance companies to have invested in 
the state 25 percent of the legal reserve 
on each policy. The author fashioned 
the proposed act after the Texas act, 
with the exception of making the amount 
25 percent of the reserve instead of 75 
percent. 





RECORD CONGRESS IS 
HELD IN PHILADELPHIA 


Largest Life Insurance Gathering 
Ever Held, Except for To- 
ronto Convention 


NEARLY 1,500 WERE THERE 


Winslow Russell, President Law of 
Penn Mutual, Dr. Huebner and J. 
Elliott Hall Among Speakers 





PHILADELPHIA, PA., March 27— 
With nearly 1,500 at its sales congress 
last Friday, Philadelphia had the largest 
gathering of the kind in the history of 
the life insurance business, the only ex- 
ception being the great international 
convention at Toronto, where about 
1,800 were registered. Philadelphia's ex- 
act attendance was 1,443, exclusive of 
the 381 seated at the banquet in the 


evening. 

Thus, for the third year, the Quaker 
City has led the country in sales con- 
gress attendance. The Philadelphia 
Association of Life Underwriters, with 
a membership of 850, runs second only 
to New York, 1,025, but its sales con- 
gresses are supported by the associa- 
tions of Harrisburg, Pa., Trenton, N. J., 
and the state of Delaware, as well as a 
large number of unattached agents. 


Eliason Called Away 


Joseph C. Staples, Pacific Mutual, 
president of the local association, who 
wielded the gavel, appealed for all non- 
members to join the association. He 
announced that President Eliason of the 
National association had arrived in Phil- 
adelphia but had been called back to 
St. Paul early in the morning on ac- 
count of the critical illness of his mother. 
However, the National association was 
represented by Frank D. Buser, Fidelity 
Mutual, member of the national execu- 
tive committee and chairman of local 
congress’ program committee, and for- 
mer President “Jack” Shuff, who arrived 
late in the afternoon. 

Mr. Buser sketched plans for the 
national convention in Chicago, Sept. 
4-5, which the executive committee had 
decided upon at a meeting in New York, 
March 21. He said the committee had 
considered plans for tying up the sell- 
ing of life insurance with the gregt 
welfare movements of the country. In 
addition, a national campaign of adver- 
tising was suggested, with each mem- 
ber paying possibly 10 or 15 cents on 
each $1,000 of settled business to finance 
such a campaign. The members will 
receive questionnaires regarding this 
proposal. 

Winslow Russell's Sales Talk 


Winslow Russell, vice-president of the 
Phoenix Mutual, gave a practical talk on 
salesmanship, illustrated with charts. 

“Four questions should be asked at 
the beginning.” he said. “Are there a 
sufficient number of buyers in my terri- 
tory? Am I equipped or can I prepare 
myself to serve these buyers? What 
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amount of effcrt will be required to 
succeed and how can it best be directed? 
What are the pecuniary considerations? 

“The first chart shows that within 
the territory covered by those in at- 
tendance at this congress there are more 
than 4,772,828 people, including 2,085,703 
in towns with less than 25,000 popula- 
tion. An insurable population may be 
designated as ‘male whites over 21 years 
old, excluding illiterates.’ Philade!phia 
has 334,551 within that description. The 
rest of this territory contains 614,469. 
These figures of possible prospedts may 
be liberally discounted, and in their 


number of business women not now 
included. Surely, there can be no ques- 
tion as to the possibilities in your field 
of operation!” 

Four Essential Qualities 


In citing four qualities essential to 
| life underwriting, Mr. Russell placed in- 
tegrity above loyalty, enthusiasm and 
persistence, on the ground that “the 
salesman may serve his company or his 
clients with fidelity or he may leave 
wreckage all along the trail.” 

“More life insurance salesmen have 
failed through lack of effort or through 
undirected and misdirected effort,” he 











Actual = construc- 
tion work is well 
under way on the 
new skyscraper 
home of the Provi- 
dent Life & Acci- 
dent, the finished 
building being prom- 
ised by Jan. 1. 

The _ Provident’s 
new home will be of 
an unusually hand- 
some design, making 
it one of the most 
distinctive buildings 
in the south A 
semi- Gothic theme 
has been followed 
out with sloping 
roof faced with 
green tile. The dis- 
tinctive feature of 
the building is that 
while the main part 
rises to a height of 
12 stories, itis 
flanked on both 
sides by three story 
wings, givinga 
tower-effect of un- 
usual grace. 

This design also 
provides light and 
air on all four sides, 
as the wings protec 
against buildings 
being erected in the 
future which can 
shut off these requi- 
sites froin any office 
in the building. 

x * & 


Light cream - col- 
ored terra cotta will 
be employed in fac- 
ing the first three 
stories and the 
Broad street front 
of the tower. The 
shaft or tower will 
be of gray, vitreous 
brick, except for the 
front, with terra 
cotta ornamentation, 
including the cornice 
below the roof. Un- 
derneath the win- 
dows green metal 
panels will relieve 
the solid color of 
the walls. All cor- 
ridors will be floored 
and wainscoted in 
marble, with hard- 
wood finish throughout. 

On each floor above the third there 
will be twelve offices. Three elevators 
will serve the occupants, and because 
of the square shape of the tower, occu- 
pants will have to walk but a few steps 
to reach their offices. 


* * 


It is a far cry from the little one- 
room office of the Provident in the old 
Temple Court building to the magnifi- 
cent new structure now under way. 
The growth in the past has brought 
home its lesson, and in planning the 
new quarters ample provision has been 
made fcr the expansion under the “Full 
Speed Ahead” program. Provident of- 
fices will occupy the entire second floor 
—more than 10,000 square feet of office 
space, in addition to the third floor 


* 





which will be added to both wings. 











Citizens of Chattanooga have ex- 
pressed their keen admiration for the 
enterprise and public spirit which moved 
the Provident to erect so handsome a 
home, and supply additional office space 
which is so badly needed in the down- 
town district. Erection of the Provi- 
dent building is especially gratifying for 
two reasons—first because of the beau- 
tiful design, and second because other 
buildings of the same character are 
scattered several blocks apart, while the 
Provident home office will rise beside 
the James building, Chattanooga’s first 
skyscraper, and marks the first attempt 
locally to group important buildings. 

* * * 


Erection of the new Provident build- 
ing calls attention to the progress made 
by this company. Founded in 1887, to 
do a health and accident business in a 








continued, “than through all other 
causes. (Showing another chart). Six- 
teen leaders, earning good money, per- 
mit their incomes to rise and fall as 
they lag or press their effort. One 
month 1,377 interviews with $457,000 in 
new business. The next month a slump 
in interviews down to 1,163 with a like 
slump in business to $306,000. Then 
up to 1,613 interviews, and $544,000 in 
business, followed by 1,433 interviews 
and $412,000 in business. The two 
curves always follow each other.” 
Mr. Russell presented statistics show- 
ing that about seven-tenths of the busi- 
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Se enercia 


territory well sprinkled wi . the tomb- 
stones of less fortunate ven-.urers in that 
field, it successfully battled and over- 
came conditions that confronted it. 
Emerging from that perioc with a rep- 
utation for absolute integrity and fair 
dealing, it began to attract the attention 
of people outside of the narrow limits 
of its adjacent territory. It outgrew 
first one office and then another—en- 
tered the life field and then the casuality 
field, until now it arms its agents with 
a full multiple line and operates in 20 
states. 

Last year The Provident enjoyed a 
premium income of $1,375,000. The goal 
for this year is $2,250,000, and produc- 
tion for the first two months of the 
year indicates that this goal will be 
reached or passed by the time the new 



















or element of strength to a busines’ 
concern which in every other eo 
is sound and well managed. We - 
seen that in the event of death suc *e 
contract may discharge a liablity W 





building is ready for occupancy. 





(CONTINUED ON PAGE 15) 












March 29, 1923 
second interview, and advised his audi- f 
ence not to pursue the average case 
after the second interview, for the rea- 
son that first and second interviews are 
far more fruitful. 

“The average life insurance man has J E 
no definite budget of his time, but per- 
mits himself to scatter his efforts in too 
many directions. If he received the 
same rate per hour for wasted time as 
he .gets for used time, he would prob- 
ably double his income.” 

S. S. Huebner, professor of insurance § $7 
and commerce, University of Pennsy]l- 
vania, pleaded for compulsory minimum 
life insurance, just as there is compul- R 
sory workmen’s compensation. “But,” . 
he said, “Not government insurance. The 
selection of the insurer should be op- 
tional.” Professor Huebner told how 
he had been preaching the family budget 
for 20 years, particularly urging that 
life insurance be given a prominent R 
place in the budget. “Many young § stat 
folks’ lives have been blighted by J ).4 
being compelled to support the aged,” ? 
he continued. “Old age insurance is J" 
the one remedy for this situation. Life § 0 t 
insurance bridges the sentimental and § ady; 
economic sides of family life.” He 

His main theme was the advantage J. 
of life insurance from the savings stand- § "SY 
point. sociz 

Three Penn Mutual Speakers tell ; 

The Penn Mutual supplied three good § “* ‘ 
speakers for the congress—William A. TI 
Law, president of the company; Wil- J ‘aise 
liam J. Amos, general agent, vice-presi- J all o 
dent of the Philadelphia association, and § «als, 
J. Elliott Hall, of Hall & McNamara, § divid 
general agents, New York City. tions 

Mr. Law, who was at one time presi- § prote 
dent of the American Bankers’ Asso- § orgar 
ciation, gave an authoritative address on J the e! 
“Relation of Business Life Insurance J infrir 
and Bank Credit.” made 

“Business insurance, or, as it is fre- 
quently called, partnership or corpora- 
tion insurance,” he said, “represents an At 
effort to idemnify the firm or corpora- | the \ 
tion against the sudden and rpexpected | wri, 
withdrawal of capital. Under certain | th. p 
circumstances it represents an effort | preciq 
to go even further and make compensa- | that ¢ 
tion for the sudden and unexpected | in... 
withdrawal of an element of manage- |;, yy. 
ment. his ar 

Danger in One Man Concern twistin 

“All human life is uncertain and no edly ai 
one realizes this uncertainty more | 8S tl 
keenly than a bank officer. The indivi- re i 
dual ledgers, the discount ledgers and | “Site 
the signature cards all tell the same te int 
story of constant change from the | “embe 
names of living men to the titles of }%t th 
their estates. In fact, one of the most | cular 
serious criticisms of any firm is that | Purchas 
it is a one-man concern. A far-siohted ]t the 
merchant or financier always arranges advice | 
for an appropriafe successor. Speak { 

“It is customary for prudent bank sonal n 
ofiicers to inquire.whether the ‘single- J The ; 
name’ borrower. carries a reasonable J tarding 
amount of life insurance and to ascet- J the one 
tain, if possible, the details as to benefi- J the hear 
ciary, type of policy and cash-surrender J¥ords, , 
value. This practice is considered an Fconclusic 
essential safeguard just as fire insurance Jlor Jeg, 
upon buildings and merchandise.” é nedical 

In defining “single-name loans, Mr. these me 
Law said: “Probably two-thirds ™ Jvith so 
amount of the loans held by banks '™ [the regy 
the United States are known as ‘single } Life ; 
name loans.’ That is to say, they ar experts ; 
not secured by pledge of specific collat. fis tay. | 
eral, but are based upon the genet: fas life jy 
assets of the borrower, who is emga8®° Bance me 
in manufacturing or merchandising. business 
Such loans are made only after 2 thot Prot the 
ough technical investigation of the bor- ation y 
rower’s financial position, characte fy, p. 
earning capacity and organization. and co 

Banks and Business Insurance Life 

“How, then, does a bank officer -¢ Dy 
gard business insurance? That depends % lite 
altogether upon circumstances. A rea 
sonable amount of business insurance 
furnishes an additional factor of safety 
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UP BIG HORNETS’ NEST 


Eminent Financial Advisor Incurs 
Hostility of the Life 
Insurance Men 


STRONG PROTESTS FILED 


Resent the Insinuation That Agents Are 
not Able to Render the Best 
Advice 


Roger W. Babson, the well known 
statistician and financial counsellor, has 
had his mail multiplied several times since 
his organization sent out the “barometer 
of trade” in which Mr. Babson gave some 
advice to business men on life insurance. 
He suggested the employment of a life 
insurance counsellor or expert disas- 
sociated from any company, who might 
tell a man how to adjust his insurance to 
the advantage of the policyholder. 

This letter which was sent out has 
raised a rumpus among life insurance men 
all over the country. Life insurance offi- 
cials, general agents and solicitors as in- 
dividuals, and life underwriters associa- 
tions have bombarded Mr. Babson with 
protests against this letter. The Babson 
organization has issued a statement to 
the effect that it will prosecute anyone for 
infringement of copyright if an attempt is 
made to reprint the circular letter. 


Getting Advice of Experts 


At the executive committee meeting of 
the National Association of Life Under- 
writers, official cognizance was taken of 
the Babson letter. It was suggested to 
presidents of life underwriters associations 
that the suggestion be made to the state 
surance commissioners to write a letter 
to Mr. Babson pointing out the fallacy of 
his argument and showing the evil of 
twisting life insurance policies. Undoubt- 
edly at life underwriters’ association meet- 
ings the Babson letter will receive treat- 
ment and protest. It seems to be the 
desire of the Babson organization not to 
get into public print regarding this letter. 
Members of the Babson staff have pointed 
out the fact that this trade barometer 
circular letter only goes to clients who 
purchase the service, stating ‘that it was 
not the intention of Mr. Babson to give 
advice to the unlettered. His idea was to 
seak to thinking business and profes- 
‘ional men of rather large affairs. 
The advice that Mr. Babson gives re- 
tarding seeking the advice of “experts,” is 
one that is sinking most deeply into 
the hearts of life insurance men. In other 
words, Carrying this advice to its logical 
conclusion, if a man goes to an attorney 
or legal advice, or to a physician for 
medical advice, he should check up on 
these men by endeavoring to get in touch 
rith some expert who is not practicing in 
Tegular way. 
life msurance men contend that the real 
‘—. in their profession are amply able 
oie € care of all a man’s needs so far 
“ € msurance is concerned. Life insur- 
scar pd —_ we pnd e their 
, and are trained to fit a policy to 
ae the individual case, value their repu- 
Mr "Behe, highly. They dislike to have 
~ neon advise their clients to go 
consult a “twister.” 
Life insurance service these days is 
entific and conscientious. The men sell- 
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r of safety ¢ and conscientious in the advice 
a business ive. They therefore, resent the 
ther ag ents of a man in Mr. Babson’s posi- 
. We oh aie, Suggesting that policyholders go to 
eath sun ich © socalled experts outside of the so- 
ablity W "g ranks to ascertan whether the life 
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: life insurance contend that they have 
ent their lives in perfecting themselves 
. Sive the highest service. They are 


LEGISLATION IN KANSAS 


“ROBERTSON” LAW DEFEATED 
Industrial Policies Exempted from For- 
feiture Law—Life Companies May 
Now Write Accident and Health 





TOPEKA, KAN., March 27—The 
long fight which the big insurance com- 
panies have made to secure an exemp- 
tion for industrial insurance from the 
operation of the Kansas forfeiture law 
was successful in the 1923 legislature. 
The bill was passed and has been ap- 
proved by the governor. It will not be 
effective for some time and applies only 
to policies written after it becomes effec- 
tive. The companies must continue to 
send the regular forfeiture notices to the 
holders of all policies which have been 
written previous to the date the new law 
is published. 

The attempt to put into effect in Kan- 
sas a law similar to the Robertson law in 
Texas failed completely. It never got 
out of the senate committee. 


May Write H. & A. 


Although it probably is not generally 
known, life insurance companies in Kan- 
sas never had the right to write accident 
and health insurance in the same policy 
with life insurance or to write endow- 
ments, annuities and disability insurance 
in the same policy. As a matter of 
fact they have been doing these very 
things for years but it was because the 
need for these classes of insurance was 
recognized and there was no contest. 

law passed by the 1923 legislature 
permits the life companies to write all 
these lines in this state and also vali- 
dates all policies heretofore written. 
There were two bills passed for the 
benefit of Kansas companies, which 
were intended to straighten out a few 
little kinks in the restriction relating to 
the investment of the reserves of the 
companies, and providing for directors 
of life companies to be elected for longer 
terms so that not all the directors 
change every year. 








insurance has been placed as it should. 
As a matter of fact there are but few, if 
any experts outside of the soliciting field 
who are not professional twisters. The 
professional twisters naturally are able to 
give advice that will lead to the dropping 
of policies and the securing of new n- 
surance. . 

Life insurance men hope that Mr. Bab- 
son will come out with a supplementary 
letter acknowledging that he got far afield 
in a territory;with which he was not ac- 
quainted and. gave advice that is very 
likely to be mjsinterpreted. 


Document Draws Fire 


No documest has come out recently that 
has so drawnithe fire of life men all over 
the country.4, hey resent it very bitterly 
and very emphatically. They feel that a 
blot has been east on their fair escutcheon. 
They want to call Mr. Babson to time. 
Mr. Babson yndoubtedly has found that 
life insurance “nen are defending their pro- 
fession in an heroic way. Life men ex- 
press themselves as surprised that a man 
of Mr. Babso.!s reputation should attempt 
to comment on a subject with which evi- 
dently he is not familiar. 


USED BY ASSESSMENT COMPANY 


CLEVELAND, O.. March 27.—An 
illustration of the use which can be made 
of Babson’s letter regarding insurance was 
brought to light in Cleveland last week. 
The Pure Prctection Life, a local institu- 
tion organized a few years ago under the 
assessment laws, has reprinted the letter 
in full, having secured permission of its 
author. Hundreds of these circulars are 
being distributed in stores and elsewhere. 
Prominent members of the local life 
underwriters association have expressed 
the opinion that the circular is most 
subtle in its implications, and its real pur- 





pose is obvious. 


WAR ON BANK AGENTS 


REFUSAL OF LICENSE ASKED 


Some Nebraska General Agents Are 
Urging Such Action on Insurance 
Department 





LINCOLN, NEB., March 27—Gen- 
eral agents of life companies in Ne- 
braska are urging Secretary Hart of the 
state department of trade and com- 
merce, of which the insurance bureau 
is a part, to refuse all licenses to bank- 
ers as agents for the current year. In 
a statement given to the Lincoln news» 
papers and signed by A. R. Edrmston, 
E. M. Knight and M, L. Palmer, gen- 
eral agents respectively of the Union 
Central, Central States and Aetna, it is 
declared that the bank agency system 
as Carried on in recent years is a men- 
ace to the insurance business, and that 
it is the state’s duty to put an end to 
it. Secretary Hart has said publicly on 
several occasions that it is also a menace 
to the banking business and not ap- 
proved by him. 


Quote Texas Official’s Statement 


The general agents named quote ap- 


provingly the declaration recently 
printed in THe NatIonAL UNDER- 
WRITER, made by Deputy Commis- 


sioner Scott of Texas, in which he said 
that “gum shoe” methods of writing 
insurance in that state will not be per- 
mitted and that it is up to the companies 
to get rid of those kinds of agents, who 
gain temporarily to the permanent in- 
jury of the business. They say: 

“The foregoing paragraph has at- 
tracted our attention because the same 
situation exists in Nebraska as in Texas. 
Writing life insurance has become a 
highly specialized and technical busi- 
ness in these days. It requires properly 
qualified men to render satisfactory 
service both to the insured and to the 
companies. 

“In the country districts we all have 
a few banker agents whom we know 
quite intimately, who know the business 
pretty well and who do not employ high 
pressure methods. 


“Buy” Banks’ Influence 


“On the other hand, it is true, as the 
Texas commissioner states, that the affil- 
iation of banks and insurance companies 
has been carried to such an extent in 
Nebraska that the companies carry 
large sums of money in certificates of 
deposit and in open accounts for the 
purpose of buying the influence of the 
banks. We have talked with Mr. Hart 
of the state banking department, and he 
is fully aware of the situation. 

“A bank agency system carried on 
under these conditions is the greatest 
menace to the insurance business in the 
country districts of the state today. 
When a policy is sold to a man by 
such an agent under coercion, through 
the fear of incurring the ill will of his 
banker, it is certain to be lapsed at the 
first opportunity. Reports of the Ne- 
braska department for 1921 and 1922 
demonstrate beyond question that the 
companies that have indulged in this 
practice have suffered the most. 


Day of Specialization 


“This is a day of specialization and 
the banker who renders honest and effi- 
cient service in his own business has 
his hands full. There are exceptions 
to this rule, but we may say without 
qualification that the banker who has 
heen tempted to write life insurance in 
return for a company deposit has had 
a bitter experience. It is largely this 
class of business which has been going 
off the books of the insurance com- 
panies. 

“We strongly urge upon the head of 
the ‘cepaitment of trade and commerce 
to refuse such applications for licenses 
for the coming year.” 

Branch managers of the Travelers for 


Illinois and three or four other states 
in the vicinity met in Chicago March 





23-24 for their annual gathering. 


LIFE INSURANCE BES 
OF ALL SAVING PLANS 


Dr. S. S. Huebner Tells of Supe- 
rior Safety At Philadelphia 
Sales Congress 








COMPARED WITH STOCKS 





Latter Called Speculation, not Invest- 
ment—Disadvantages Also in Bonds, 
Mortgages, and Real Estate 





PHILADELPHIA, PA., March 23.— 
A notable review of the strength of life 
insurance as compared with other types 
of investment and savings was made at 
the Philadelphia sales congress here to- 
day by Dr. S. S. Huebner, professor of 
insurance at the University of Pennsyl- 
vania and well-known author of text- 
books on life insurance. Speaking on 
“Life Insuranee Savings—The Greatest 
Factor of Safety,” he said: 

“Life insurance, now representing 
$8,000,000,000 of assets, is the greatest 
savings institution in America at the 
present time. As compared with the 
six other main types of saving and 
investment open to the average person— 
stocks, bonds, mortgages, real estate, 
savings banks and other depository in- 
vestment institutions—it is absolutely 
safe, reasonably remunerative, wonder- 
fully compulsory, free from all troubles 
connected with administration, and sys- 
tematic and convenient to the last de- 
gree. 


Stecks Always Speculation 


“Stocks should never be called an in- 
vestment, the owner thereof always be- 
ing a speculator. Stock certificates con- 
tain absolutely no promise, and simply 
constitute a receipt certifying that the 
holder thereof is entitled to the privilege 
of participating in risk. 

“The nature of the risk is indicated 
by the facts that the number of defunct 
American corporations is larger than the 
number of surviving ones, and that of 
the currently quoted issues on the New 
York Exchange more than 10 percent 
command a price of only 10 percent 
or less of par, 20 nercent of only 25 
percent or less, and over 54 percent 
of only one half of par or less. 

“The rank and file of men with fami- 
lies to support and who are at the same 
time attempting to provide for old age 
should leave stocks alone, even wher 
purchasing them outright. 


Bonds Also are Risky 


“Bonds, as contrasted with stocks, art 
definite promises, but constitute a gool 
investment only if the promisor prove 
solvent when the bond matures or whea 
interest payments are due. Yet perusal 
of the financial page will show that in 
ever sO many cases the promise turns 
out to be bad. 

“As in the case of stocks, bond invest- 
ments have the shortcoming, for the 
average man, of individual selection. 
Of the currently quoted bond issues 
listed on the New York Stock Exchange, 
36 percent of the entire number arg sell- 
ing at present (despite the great rise 
in bond prices in the last year and a 
half) at prices indicating a yield of 7 
percent and over (more than 17 percent 
are quoted to yield 8 percent and over), 
thus indicating that they belong dis- 
tinctly to the speculative type. 

“Moreover, it takes time to save 
money; and sole reliance upon bonds, 
especially when a family is at stake, 
is very dangerous, particularly in the 
earlier years. It takes time to build 


up a competency and it is, therefore, 
highly dangerous to start with the idea 
that financial provision for the future 





of the family should be made solely 
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LIFE INSURANCE EDITION 





CONVENTION WAS HELD 


NEW POLICY WAS ANNOUNCED 


Columbia Life of Cincinnati Had a 
Large Attendance at Its Agency 
Gathering Last Week 





The Columbia Life of Cincinnati held 
its annual agency meeting last week 
with a larger attendance than it has 
ever had before. The company is going 
strong this year, having written practi- 
cally double the amount of business so 
far this year which it did for the same 
period last year. It is specializing on 
participating and its new forms and 
high dividend schedules are getting the 
business. 


New Special Ordinary Policy 


The company announced at the meet- 
ing a new special ordinary life policy on 
the participating plan with rate at age 
35 of $24.09 per thousand and the follow- 
ing dividend schedule at age 35. End 
of first year, $3.46; 2nd, $3.58; 3rd, $3,71; 
4th, $3.85; 5th, $3.99; 6th, $4.13; 7th, 
$4.29; 8th, $4.45; 9th, $4.63; 10th, $4.81; 
lith, $5.01; 12th, $5,21; 13th, $5.43; 14th, 
$5.67; 15th, $5.91; 16th, $6.18; 17th, $6.45; 
18th, $6.73; 19th, $7.04; 20th, $7.34. 

The banquet was held at the Hotel 
Gibson, Friday night, a number of the 
directors being present as guests, as well 
as President Malpas of the Reinsurance 
Life. In the prize contest for new busi- 
ness Frank Cross, Jr., of Cincinnati, 
came first: Stanley Ferger of Cincinnati, 
second; Moses Beim of Columbus, 
third; and L. A. Gregerson of Liberty, 
Ind., third. 


SQUIRES MADE COMMISSIONER 





San Francisco Lawyer Appointed as 
Head of Insurance Department 
by California Governor 


——_— 


SAN FRANCISCO, CAL., Mar. 26.— 
Following the resignation of Alexander 
McCabe as insurance commissioner, in 
the closing days of the administration 
of former Governor W. D. Stephens 
last December, the latter appointed E. 

. Cooper to fill the unexpired term of 
Mr. McCabe. This appointment, how- 
ever, was never confirmed by the sen- 
ate, although Mr. Cooper has served as 
commissioner since his appointment and 
his friends have entertained the hope 
that Governor Friend W. Richardson 
would request his confirmation. Such 
hopes were doomed to disappointment 
when Governor Richardson on March 
22 announced the appointment of 
George D. Squires as state insurance 
commissioner, which was later unani- 
mously confirmed by the senate. Mr. 
Squires, who is a lawyer, has an office 
in San Francisco and resides at Wood- 
side, near Redwood City. 


Consolidation Completed 


The consolidation of the Iowa Life 
with the International Life & Trust of 
Moline, Ill, has been completed after 
18 months of negotiation. This adds 
$4,000,000 in business and more than 
$500,000 in assets to the International. 
The International Life & Trust was or- 
ganized in 1916 at Ottawa, IIL, and re- 
moved to Moline in April, 1919. The 
combined business of the two compa- 
_ Is now in excess of $10,000,000. J. 

- Laugman is president of the Inter- 
national Life & Trust. 





Savage Confers at St. Louis 


ST. LOUIS, MO., Mar. 28.—Arthur 
os avage, who recently retired as Iowa 
nee commissioner, has been in 

hey this week. Report has it that 
of _ _ conferring’ with the officials 
: —€ Missouri State Life concerning 
nN important position. Nothing how- 


ev y ° ° 
ver was vouchsafed along this line at 











MID-CONTINENT LIFE 
INSURANCE COMPANY 


OKLAHOMA CITY, OKLA. 


December 31, 1922 


ADMITTED ASSETS 











Cash in Office, Banks, and Trust Companies........................ $ 73,820.47 
Loan secured by First Mortgages and Liens on Real Estate .......... 861,644.15 
Loans on Policies within the Reserve Value thereof.................. 142,428.58 
ee ta hi a a a Me 52,500.00 
Net Due and Deferred Premiums within Reserve Value thereof ....... 95,848.10 
i eal wknd dnc en he amkedb esse daiined weaken escent 29,451.39 
Total Assets ........ $1,255,692.69 
LIABILITIES 
Legal Reserve on Outstanding Policies ..... i a de tiled the tdi wins Wien Slee $ 951,924.46 
Present Value of Amounts Due in Future ...................0...2... 24,617.71 
ee a dn ot ee tne nbeendesesebenencenece es 22,000.00 
Unpaid Claims Pending Completion of Proofs....................... 11,800.00 
ai kc eare ais ib addnesecens enone babaaadane 16,627.22 
Nee os tne pe hawecebeN edb eaweet ee wh $100,584.00 
Unassigned Funds (Surplus)......... ee ee ee 128,139.30 
Security to Policyholders in Addition to Reserves required by Law.... 228,720.33 
ME bdavedcnene aoe $1,255,692.69 


Agencies open in Oklahoma, Arkansas and Texas 


—=_— 
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The Close of the Day’s Work 


HEN you begin to figure up your earn- 
ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 


such failures. 


an incentive 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 


a direct co-operative spirit generously given. good men 


Inter-Southern Life 
JAMES R. DUFFIN, President 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 


which should interest any am- 


bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 


for important field positions 


Insurance Company 


LOUISVILLE, 
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A Child’s Endowment 


policy is now a part of the regular equip- 
ment of a Midland Salesman. Issued from 
ages 2 to 10, it offers real protection on the 
graded death benefit plan until re-examin- 
ation at 10 or it becomes automatically 
effective for its face value at 15 without 
further examination. 

We issue regular policies giving com- 
plete protection from age 10 and upward. 

Our agents are now able to serve prac- 
tically 100% of all prospects, regardless of 
age or physical impairments. 

An ideal general agency contract for 
capable salesmen in Pennsylvania, West 
Virginia and Michigan. 

Address in confidence the Home Office 
Agency Department. 


Se SS A a ee ee << 


The Midland Mutual Life Insurance Co. 


Home Office, COLUMBUS, OHIO 
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The Burden of Success 


When a man dies, he does not die alone. Many 
things die with him. The world rolls on, but leaves 
a shattered universe behind. Take the business man: 


The master mind which directs the activities of any 
great business holds many destinies in its power, 
Workers look to it for work — and wages; owners 
look to it for safety—and dividends ; the public looks 
to it for the product of factories—or service; credit- 
ors rely upon it for payment of debts; and debtors 
rely upon it for clemency—and justice. The hopes, 
the fears, the food, and the fate of a multitude lie at 
the mercy of that master mind. And that master 
mind lies at the mercy of the angel of death. 


It is true that, given time, a successor may learn 
to grasp the numerous far-reaching threads of man- 
agement, but in the meantime cash, and cash alone, 
will save the little universe created by that master 
mind from crashing. This is history. 

Is your knowledge of business life insurance such 
that you can show the business man how this 
burden of responsibility to others may be shifted 
from his shoulders to life insurance? 


The Franklin Life Insurance Company 


Springfield, Illinois 

















| COMMENT ON MORTALITY EXPERIENCE 








A complete analysis of the company’s 
mortality experience for 1922 and also 
for a span of several years is given by 
the Northwestern Mutual Life of Mil- 
waukee, Wis., in the general comment 
in the report of the company’s medical 
department. The report, which appears 
in the current issue of “Field Notes,” 
the Northwestern house organ, is as fol- 
lows: 

Auto Deaths Great Problem 


“The deaths of members due to acci- 
dents during the year were 261, as com- 
pared to 267 for the year 1921. A seri- 
ous problem, difficult of solution, con- 
fronts this country. The constant in- 
crease of deaths due to automobile ac- 
cidents is becoming a menace. Care- 
lessness, both of the pedestrian and of 
the automobile operator, accounts for 
the vast majority of these unnecessary 
and unfortunate casualties. The prob- 
lem to be solved is how they can be 
reduced to a minimum. To contend 
that we must expect increased casualties 
from this source, owin~ to the enor- 
mous increase in production and use 
(about $2,250,000 in 1922 for this coun- 
try alone), does not satisfactorily solve 
the problem. More than one-fourth of 
the casualty deaths of members of this 
company for the year 1922 were due to 
the automobile, and the slaughter is 
steadily increasing from year to year. 
During the years 1912-1916, 20 percent 
of the casualties were due to automobile 
accidents, and for the years 1917-1922 
the automobile was the direct cause of 
25 percent of the casualties were due 
to automobile accidents, and for the 
years 1917-1922 the automobile was the 
direct cause of 25 percent of the casu- 
alties, and for the year 1922 it was 
slightly in excess of 25 percent. The 
company paid over $600,000 in death 
claims on this class in the year 1922. 


Gratifying Experience 


“Notwithstanding this marked in- 
crease of automobile casualties, it is 
gratifying to note that casualties from 
all causes during the past 25 years are 
not on the inerease. For instance, from 
1886-1896 the percentage of deaths of 
members of the company from acci- 
dents, to all deaths, was 7.7 percent, 
and for the years 1897-1907, the per- 
‘entage was 6.8. For the years 1908- 
1917 it was 6.6 percent and for the 
years 1897-1907, the percentage was 6.8. 
For the years 1908-1917 it was 6.6 per- 
cent and for the years 1917-1922, omit- 
ting the war casualties, it was 6.3 per- 
cent. This is due to the marked im- 
provement in casualty deaths in indus- 
trial plants, steam and electrical rail- 
roads and street car casualties. For 
instance, our records show that deaths 
of members due to steam railroad acci- 
dents during the years 1912-1916 was 
12.3 percent of all casualties, and for 
the past six years the percentage was 
only 8.7 percent. Improvement is also 
shown in electric lines of transporta- 
tion, as well as other activities. 


Influenza Had Effect 


“There was a well-marked increase 
of influenza during the months of Feb- 
ruary, March and April, 1922. Seventy- 
seven members died of influenza during 
the three months mentioned. There 
were only 14 deaths from influenza dur- 
ing the remrinine morths of the year. 

he 91 members carried insurance to 
the amount of $570,500. There were 
only three deaths from influenza during 
the year 1921. The deaths from infiu- 
enza, therefore, increa-e our mortality 
rate slightly over that of the year 1921, 
which wa sthe lowest in the history of 
the company. The next lowest is for 
the year 1922, 50.02 as compared with 
47.72 for the year 1921. 

“Attention is called to the remark- 
able improvement in deaths from ty- 
phoid fever. The reports of this depart- 
ment will show that deaths of members 
of the company from this cause were 
6.2 percent of all deaths during the 





years (1) 1885-1896. During the years 








(2) 1897-1907, 4.8 percent. For the 
years (3) 1908-1917, 2.2 percent. For 
the past five years it was only (4) 6 
percent of all deaths. 

Tuberculosis Record Better 


“The improvement in the mortality 
of tuberculosis is also well marked. 
For the same periods indicated above, 
the percentage of deaths from tuber- 
culosis to all deaths, of members of the 
company, are as follows: (1) 13.5 per- 
cent, (2) 10.3 percent, (3) 7.7 percent, 
and for the past five years (4) 5.74 
percent. For the year 1921 it was 5 
percent, and for the year 1922, 4.9 per- 
cent, demonstrating that influenza js 
not a contributing cause of importance 
to tuberculosis. 

“The deaths from suicide fluctuate 
slightly from year to year. There has 
been practically no change in the per- 
centage of deaths from suicide, when 
considered in ten-year periods. During 
the years 1885-1896 the rate to all deaths 
was 2.8 percent, for the years 1903-1912, 
2.9 percent, and for the years 1913-1922, 
2.82 percent. The lowest percentage 
during the past 20 years was 1.8 percent 
for the year 1906 and the highest 42 
percent for the year 1915. The lowest 
rate during the past ten years was 2.0 
percent for the year 1918. 

Increase in Cancer Deaths 


“Our records show a constant slight 
increase in deaths from cancer and or- 
ganic heart disease. There has been a 
slight decrease in deaths during the 
uast 20 years in diseases of the nervous 
system, but little or no change in deaths 
from other causes. 

“In the year 1906 the medical depart- 
ment of the company, in examinations 
of applicants at the home office, dem- 
onstrated the value of the use of the 
sphygmomanometer in medical exam § 
nations for life insurance. Up to this ff 
time no accurate, reliable and simpk ff 
instrument had been devised, suitable J 
for universal use. ~In examinations to 
determine the blood pressure, the 
Northwestern was the pioneer company 
in requiring the use of the sphygmom- 
anometer in examinations for life i V 
surance in all examinations made by 
the local examiner. 




















Blood Pressure Experience \ 

“During the past fifteen years we : 
have rejected for insurance 4,165 appl = 
cants whose blood pressure was found ; 
to be 15 M. M. or more over the average & A 
for the age. We find that between § - 
and 6 percent of all rejected applicants + 
show an abnormal blood pressure, at H 
that in more than one-half of these tt 
there was no demonstrable impairmett 
discovered by the medical examuner N 
after a most careful examination. In- D 
surance would have been issued on < 
these 4,165 rejected cases had it - 
been for the high blood pressure. V th 
this number 552 have died. The amount bt 
of insurance applied for was $3,636,700 = 
This does not, of course, take into @ N; 
count the additional amount they wou” N, 
have applied for had the original app" St 
cation been approved, in accordant mn 
with the well-known tendency {ot a 
Northwestern insurers to increase thet € 
insurance in this company. ~ 

“The mortality has been fully ~ 
times greater than the actual morta “ 
of the company covering the same ? Li 
riod. d 

Practice Adopted by All A 

“Practically all life insurance compa or 
nies have, within the past few on Y 
required the use of the sphygme; 
nometer in their examinations. ? high 
well-known fact that in cases 0 feel 
blood pressure, as a rule, there 1s 4 








ing of well-being on the part 
individual and that for this reason § . 
individual is slow to believe that a 
not in perfect health and js loath to 7 
means to correct the condition - 
causes the high blood. pressure, cl 
most instances it entails 4 — 
change in his mode of life along 
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ous lines. It may demand a curtail- 
ment in his business and other activi- 
ties, environment, diet, exercise, etc., 
which, without an added warning in 
addition to the hypertension, he is re- 
luctant to pay heed and take advantage 
of the most, and perhaps the only favor- 
able time, to hope for relief and to re- 
establish a normal bodily and mental 
condition. Life insurance companies 
can undoubtedly be the means of re- 
storing a large percent of this class to 
a normal state of health, principally 
through interesting their local examin- 
ers in trying to impress upon the sub- 
ject the importance of immediate steps 
to remove the cause of the hypertension 
before it is too late. 

“For the past 15 or 20 years there 
has been a marked improvement in 
mortality at the younger ages and up to 
middle life, but slight or no improve- 
ment above 50 or 55.” 


LINCOLN’S NORTHWEST RALLY 





Improved Conditions in Four States Re- 
flected at Sectional Meeting 
at Minneapolis 





Improved business conditions in 
North Dakota, South Dakota, Minnesota 
and Wisconsin were reflected in the spir- 
ited sessions of salesmen of the Lincoln 
National Life representing these four 
states, gathered in a three-day sectional 
meeting in Minneapolis. Vice-President 
and Manager of Agencies Walter T. 
Shepard presided, and in his opening ad- 
dress commented on the hero'sm of the 
northwestern agents, who have con- 
tinued to show a gain through the stress 
of the financial disorders during the last 
two years in the northwest region. 

The agents were in charge of the pro- 
gram for the first day, when their prac- 
tical field problems were discussed. E. 
M. Bennes of Minnesota presented the 
opening topic “The Approach.” He said 
that he aims to make his handshake a 
very important part of his approach and 
that he puts all the earnestness possible 
into his greeting. L. M. Fluent of Min- 
nesota talked on “Meeting Objections” 
and gave a number of the common ob- 
jections and his way of overcoming 
them. C. P. Getchell of North Dakota 
was in charge of the topic “The Close.” 

W. J. Fremont of Duluth spoke on 
“Who Are Your Prospects?”; Stanley 
Woolstencroft of Minnesota on “Sys- 
tematic Saving of Time”; George Root 
of Minneapolis on “Monthly Income In- 
surance,” and J. L. Hart of North Da- 
kota on “Insurance for Women.” 
Agents who took the leading part in 
the discussion of the subjects were C. 
M. Davenport of North Dakota, P. S. 
Hallman of Minnesota, Col. A. Ber- 
thiaume of North Dakota, Orville 
Brockett of Wisconsin, Dan O’Neill of 
North Dakota, C. M. Jackson of South 
ooagas and J. M. Morgan of North Da- 
ota. 

Mr. Shepard acted as toastmaster for 
the banquet and presented the club em- 
blems. Other speakers at the banquet 
were Vice-President and Counsel D. B. 
Ninde, Vice-President and Manager of 
Northwestern Agencies T. D. Hughes, 
Superintendent of Agencies A. L. Dern, 
and Assistant Superintendent of Agen- 
cies V. J. Harrold. 


New York Life Men at Columbus 


Fifty representatives of the New York 
Life attended a central and southern 
hio convention in Co!umbn. a few 
days ago, under the direction of William 
Bargar, agency director. On the 
Program were C. H. Langmuir of New 
York, W. A. Baldwin of Detroit and 


E. L. Eible, known as a’ million dollar 
writer. 


Notable Reinstatement Record 


of ting 1922, the medical department 
&. . Northwestern Mutual Life ap- 
prove , ala applications for restora- 
= ° apsed policies, establishing a 
markable record for reinstatements. 


+ Preceding year the total was 














Speed-Without Haste 





Promptness and thoroughness of Lincoln Life 
service 1s best analyzed as “speed—without haste.” 


Record-breaking service results from the Lin- 
coln Life Home Office are due to the frictionless 
efficiency which rules all departments. Every ° 
section is controlled so that all labor is in the 
straight line which leads direct to results. There 
is no speed-up flurry and yet every effort is organ- 
ized so that no movement is wasted. 


The result is most gratifying service without 
the hazards of haste. 


Salesmen and policyholders get immediate 
and helpful attention. Policies are issued with 
dispatch. Claims are settled promptly. 


Because of the splendid service organization 
at the Lincoln Life, it pays to 


The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Indiana 


Now More Than $240,000,000 in force 
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DAKOTA LIFE 
INSURANCE COMPANY 


WATERTOWN, SOUTH DAKOTA 


Financial Statement—December 31, 1922 


ASSETS 

i ee.) c. cecpenckeuneengeenseasen $ 83,292.28 
SE I EE ch pn Gc Genskenseredebeaceneneate 1,444,600.30 
IEE Ch ncrktecnccbeessbenetasansacsenaaevenil 663,254.23 
I UN NS os been cede ebedadaiesaeneees 175,249.73 
Cash and Money in Banks on Interest............++++ 510,780.32 
Interest and Rent Due and Accrued.............seee0- 97,733.92 
Premiums Due and Deferred..........cecceccccescecs 59,134.71 
Due from Reinsuring Company..........-sseeeeeeeee 10,000.00 
ee CE PRO UIR GS ov o.05scnnckeennv0asedetscsepeeeedees 12,051.33 

$3,056,096.82 

LIABILITIES 

ee ne ean ere ee ee meer TT $2,328,388.68 
aenarve for Fluctuating Mortality.........seeeeeeees 50,000.00 
Claims Awaiting Prool.....ccccccccccscccccccccceces 6,500.00 
Commissions and Bills Unpaid............+-eeeeeeees 1,573.04 
eee TNO on co ckddansadensecdqoreceneorseseees 17,648.97 
Policy Dividends Apportioned.........-sseeseeeeeeees 19,811.94 
Capital Stock .......cccsccsccccccccccccsccccscccccecs 300,000.00 
Surplus ..occcccccscccsccccescccccecsesecscoessccesece 277,631.17 
Oe Eee EOD 5 onc cc ccceevetescécccsescececsene 54,543.02 

$3,056,096.82 
INSURANCE IN FORCE DECEMBER 31, 1922 $21,811,000.00 


Excellent direct General Agency contracts available for Minnesota, 
Montana, Colorado and Nebraska 




















HE Chicago National 
| Life Insurance Com- 
pany has special in- 
ducements for live 
agents ’in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of 1200 stockhold- 
ers in both States. 





Five thousand leads received last 
month from our stockholders. 


Chicago National Gnderwriters Co. 
GENERAL AGENTS 


202 So. State St. Chicago, IIl. 














BASEBALL STARS TAKE OUT 
HUNDRED THOUSAND INSURANCE | 








SAM BREARDON, 
President St. Louis Cardinals 


Rogers Hornsby and George Sisler 
were recently insured by the Missouri 
State Life for $100,000 each. Hornsby’s 
policy is in favor of the Cardinals and 
Sisler’s policy has been made payable 
to the owners of the Browns. Robt. C. 
Newman, a member of the St. Louis 
agency and president of the Quarter 
Million Club, wrote both policies. 

The practice of club owners taking 
out insurance on famous baseball stars 
is not a new one, but this is the first 
time on record that either St. Louis 








ROBT. C. NEWMAN 
ROGERS HORNSBY 


club has obtained a policy on any player 
for so large an amount as those issued 
for Hornsby and Sisler, who were the 
leading batters in their respective 
7 last year. 

he fact that these club owners have 
taken out such heavy insurance con- 
tracts on their star players is not amaz- 
ing when one considers the great value 
of these athletes to their respective clubs 
and the amount of money that would 
be lost through the death or total dis- 
ability of either player. 











STANDS PAT ON BANK AGENTS 





Judge Scott of Texas Department Tells 
Inquirers That He Positively 
Will Not License Them 





AUSTIN, TEX., March 27—A dele- 
gation of Texas life insurance heads 
saw Deputy Commissioner Scott late 
last week regarding Judge Scott's vigor- 
ous letter refusing to license bank of- 
ficials as insurance agents. Among 
those who saw him in Austin were A. R. 
Wilson of the Amicable, H. H. Har- 
grove of the San Jacinto Life and 
i Poyner of the Southern Union 
wife. 

Judge Scott reiterated the statements 
made in his letter to Orville Thorp of 
the Kansas City Life that bank officials 
will not be licensed as insurance agents 
and that such ruling was the final word 
of the department; that it will not re- 
cant, recede or modify. x 

A delegation of San Antonio insurance 

agents visited Judge Scott and per- 
sonally thanked and complimented him 
on his stand and the vigor of the letter 
announcing the policy of the department 
against bank officials competing with 
the bona fide insurance agent in solicit- 
ing business. 
Judge Scott also has received num- 
bers of letters from over Texas com- 
mending his stand. Among these letters 
was one from A. P. Cunningham, presi- 
dent of the Texas Association of In- 
surance Agents. 


St. Joseph Life’s Figures 


The annual statement of the St. Jo- 
seph Life of St. Joseph, Mo., shows a 
very healthy condition. Its assets are 
now $1,475,427; its capital, $100,000, the 
assigned surplus is $125,000, the unas- 
signed surplus is $188,752. The St. 
Joseph Life is well officered and has a 
vigorous management. President A. L. 
McPherson, Vice-President and Secre- 
tary H. E. McPherson and Vice-Presi- 
dent and Treasurer Walter W. Head are 











the main factors in the company. 








BILL AIMED AT “TWISTERS” 





Ohio Life Insurance Men Interested in 
Measure to Prevent Misrepresenta- 
tion of Policies 





COLUMBUS, O., March 27—Insur- 
ance men in Columbus are showing deep 
interest in a bill now in the legislature 
seeking to amend Ohio laws relating to 
misrepresentation and incomplete com- 
parison of insurance policies. It is be 
lieved that if this new bill is passed, 
it will do more than any other law m 
recent years to put life insurance i 
Ohio on an ethical and economic basis. 
Under the proposed act agents would 
be prevented from misrepresenting the 
terms of any policy, or committing other 
acts of this kind, in an effort to haye 
an insured person surrender his policy 
and take out another kind. 

The bill has been passed by the senate 
and has gone to the house and will be 
pushed there despite the lateness of its 
arrival. 


People’s Life Figures 


The People’s Life of Frankfort, Ind, 
has made a very satisfactory annua’ 
statement, showing insurance in force 
$24,617,680. Its assets are now $2,579 
697 and capital stock $100,000; surplus, 
$206,013. It wrote $5,000,000 of new 
business last year. The company has 
now deposited with the state oi Indiana 
$2,427,860 for protection to policyheld- 
ers. This is $171,149 more than the 
amount required by law. The main lac 
tor in this company is E. O. Burget, the 
esteemed secretary. The company © 
moving along in fine shape. 


Writes Monthly Payment 


The Northern Life of Seattle, Wash. 
is one of the few companies that / 
writing monthly premium insurance. “ 
sells policies on the monthly plan -_ 
$500 up or endowments may be writ 
from $250 up. The Northern Life Ww" 
combine life, health and accident in 
policy on the monthly payment pia". 
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REPORTED FAVORABLY 


—_— 


NEW REINSURANCE COMPANY 
Inter-State of Hartford Would Be Au- 
thorized to Take Life, Health and 
Accident Insurance 





HARTFORD, CONN., March 27—A 
favorable report was presented in the 
senate by the insurance cemmittee on a 
bill to incorporate the Inter-State Life 
Reinsurance of Hartford. The incor- 
porators are William S. Conning, Ed- 
ward W. Broder, Charles B. Beach, 
Edward E. King, Goodwin B. Beach, 
Charles T. Treadway and Earl E. 
Dimon. The company is authorized to 
carry on a life, accident and health re- 
insurance business and to make reinsur- 
ance on risks taken by other insurance 
companies. The authorized capital 
stock is to be $300,000 with power to 
increase the sum to $5,000,000. 

The new company is not connected 
with the First Reinsurance of Hartford, 
Mr. Conning said, and the incorporators 
have no intention of selling the charter 
te that companv, so far as he knows, 
Mr. Conning added. 

“The charter may become useful later 
this year,” Mr. Conning explained. 
“We have plans, but of course cannot 
make them public just yet.” 

Mr. Conning was at one time a 
director of the First Reinsurance 
but after the modifications which re- 
sulted following the taking over of the 
comranv by the alien property custodian 
and the government and the subsequent 
changes, he left the board. Edward S. 
Goodwin, ‘a partner of Goodwin B. 
Beach, was and is a director, Mr. Con- 
ning said. Mr. Goodwin is not an in- 
corporator of the new company. 

While the First Re‘nsurance by its 
charter ¢ confined to fire insurance, the 
new company has broader powers and 
may handle all branches of insurance. 


MAY MADE VICE-PRESIDENT 


Agency Secretary of the Peoria Life 
Has Been Advanced—Has Done 
Good Work 


Walter E. May, agency secretary of 
the Peoria Life for the fast two years, 
has been elected vice-president. Mr. 
May is the son of President Emmet 
C. May, and is a young man of more 
than ordinary ability. He started his 
life insurance work with a rate book 
and qualified for membership in the 
$100,000 Club. He has accompanied the 
$100,000 Club on its tours since it was 
established. During recent years he 
has had entire charge of the arrange- 
ments of the trips. He is thergfore 
well acquainted with the Peoria Life 
producers, 








Prominent As Candidates 


BALTIMORE, MD., March 26.—In- 
surance circles are very much interested 
in the coming mayoralty election due to 
the fact that twe of the best known in- 
surance men in the business here are 
important candidates. Howard K. Jack- 
son, member of the firm of Riall-Jackson 
Company is the regular Democratic or- 
ganization candidate and running against 
him on the second place of an inde- 
pendent ticket is Jonathan K. Voshell, 
manager of the Metropolitan Life and 
former president of the National Life 
Underwriters Association. The present 
mayor, William F. Broening, is the 
candidate of the Republicans, while for- 
mer mayor J. Harry Preston (also a 
former Democrat) is the head of the 
independent ticket on which Mr. Voshell 
‘8 a candidate for president of the city 
council, making it a three-cornered fight 
with the odds favoring Mr. Jackscn. 


J. F. Barr, vice-president and su 
; - per- 
Litadent of agents of the Kansas City 





er and 
a8 made a fine start for the Tansee 


BANK SEEKING FUNDS 


NIAGARA CASE UP IN COURT 





Though Policyholders Are Cared for 
in Reinsurance by Metropolitan, 
Litigation Is Continued 





NEW YORK, March 28.—While the 
policyholders of the defunct Niagara 
Life of Buffalo that sensibly accepted 
the reinsurance proposition of the Met- 
ropolitan Life are now. guaranteed un- 
questioned indemnity in the latter com- 
pany, the affairs of the Niagara Life 
are still before the New York courts, 
and several of the points imvolved in 
the litigation may eventually be pre- 
sented to the United States supreme 
court for final decision. The receiver 
of the First National Bank of Warren, 
Mass., brought suit to recover $39,000 
which he maintained was stolen from 
the bank. and which he demands from 
Superintendent Stoddard, the money 
having been claimed by the latter for 
the Niagara Life. The case is still be- 
fore the court, no decision thereupon 
having been reached. The legal reserve 
upon the outstanding business of the 
life insurance company, at the time the 
insurance department assumed charge 
of its affairs, totaled about $2,000,000, 
while the available assets were less 
than that sum by about 10 percent. Al- 
though the department officials have 
been criticized by the lay public for 
their assumed derelection in permitting 
the miserable collapse of the Niagara 
Life, underwriters familiar with the sit- 
uation commend the activity of Super- 
intendent Stoddard and his lieutenants, 
holding they acted promptly and intelli- 
gently, and in the best interests of the 
insured. 

L. R. Steele, a well known capitalist 
of Buffalo who died suddenly a few days 
ago, carried a policy with the Niagara 
Life for $100,000. 


Metropolitan’s Chicago Meeting 


The Metropolitan Life will hold its 
triennial convention for Chicago and 
northern Illinois in Chicago April 5-7. 

his is the 25th anniversary of the 
Metropolitan Life’s meetings, which 
were suggested and initiated in 1898 by 
President Haley Fiske. As is his cus- 
tom, Mr. Fiske, accompanied by several 
officials of the company, will attend the 
meeting, renewing acquaintances with 
managers, assistants and field men in 
every district. A number of meetings 
have been held throughout the southern 
states. The official family travels from 
one meeting to the other in a private 
car. 


Lay National L. & A. Cornerstone 


The cornerstone of the handsome new 
six-story building of the National Life 
& Accident of Nashville was laid last 
Saturday. The building faces the Me- 
morial Square in the vicinity of the state 
capitol at Nashville. 

Thomas J. Tyne, general counsel of 
the company, presided and the chief ad- 
dress was made by President C. A. 
Craig, who gave a history of the com- 
pany from its modest beginning 21 years 
ago until it has reached a point where 
it now has assets to the amount of $8,- 
600,000. In the cornerstone were placed 
a number of documents showing the 
growth of the company and its records. 

Addresses were made by Insurance 
Commissioner Caldwell, the mayor of 
Nashville and those at the head of the 
financial interests at the capitol of 
Tennessee. 





Funeral services were held at Colum- 
bus, O., this week for Charles Louis Vie- 
man, aged 66, who died a few days ago 
in California. He was treasurer of the 
Detroit Guaranty Trust Company at the 
time of his death, but he had formerly 
been in the insurance business in Colum- 
bus afa at one time was Michigan state 





agent for the John Hancock Life. 
































Managers 


Wanted 


} I's om recently entered 








a number of States, we 
are making an attract- 
ive proposition (from Home 
Office) to capable men in 


Ohio, Indiana, 
Pennsylvania 


Bankers Reserve Life | 
Company | 

Omaha, Nebraska 
J Also Have Territory in 








Kentucky 


Write or Wire Us in 


Confidence 


Bankers Reserve Life 
Company 


Assets 13 Million Business 82 Million 
R. L. ROBISON, Pres. OMAHA, NEB. 























In days of old the town bell summoned the populace 
to hear news of great moment. 


With a splendid new skyscraper home in course of 
erection—with Provident Life Insurance breaking all 
production records—we feel like ringing a bell to in- 
form insurance men everywhere that “ALL’S WELL 
WITH THE_PROVIDENT”. 


Life men of ability, who hear this message, are in- 
vited to get in touch with us and discover at first hand 
how to get their share of the good things in store for 
the Provident and its producers. 










GOOD TERRITORY 
IN TWENTY STATES 











“The 
PROVIDENT 


LIFE 4 ACCIDENT INSURANCE 
bd CHATTANOOGA 


ESTABLISHED 1667 
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PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 




















General Agents Wanted 


AT THE FOLLOWING POINTS 


Chattanooga, Tenn. Newark, N. J. 


Cookeville, Tenn. Jersey City, N. J. 
Petersburg, Va. Huntington, W. Va. 
Culpeper, Va. Trenton, N. J. 


Wheeling, W. Va. 
Raleigh, N. C. 
Elizabeth City, N. C. 


Camden, N. J. 
Atlantic City. N. J. 
Clarksburg, W. Va. 
Parkersburg, W. Va. 


DIRECT HOME OFFICE CONTRACT 
ASSISTANCE IN FINANCING AGENCY 
LIBERAL FIRST YEAR AND RENEWAL COMMISSIONS 
ASSISTANCE IN TRAINING AGENTS 
FREE CIRCULARIZATION BUREAU 
LIBERAL SUB-STANDARD DEPARTMENT 
MODERN POLICY FORMS 
GUARANTEED LOW PREMIUMS 


Shenandoah Life Insurance Company 


R. H. ANGELL, President W. L. ANDREWS, Sec., Treas. 
On Agency Matters address in confidence W. F. Macallister, Agency Manager 














@ The original spelling of Wisconsin 
was Quisconsin. ‘“Ouisconsin and Op- 
portunity” would be more alliterative 
had the old spelling persisted, but it 
would not be more actual. 


Did you ever hear of “Dairy John?” 
He’s the berries! Come to Ouisconsin 


with 
Natiyeonalye 
¢ sash an fif 
The Square deal con- Home Office, Madison, Wis. 


tract is ‘‘Equal Opportunity for 
all; special privilege to 
none.”’ Ask about it. 














COMPLETING ITS PLANS 


START WRITING IN 90 DAYS 





Plans of Newly Organized Lincoln 
Life—L,. J. Kadeski Chief In- 
surance Factor 





SPRINGFIELD, March 27.—Within 
the next two weeks the Lincoln Life, 
just organized here, expects to start sale 
of stock, according to Leo J. Kadeski, 
one of the principal organizers of the 
new concern. Actual writing of insur- 
ance will begin in about 90 days, Mr. 
Kadeski said. The company will write 
non-participating business. Its head- 
quarters will be in Chicago, but no regu- 
lar offices have yet been opened in that 
city. 

Mr. Kadeski, whose home is in 
Quincy and who is one of the chief 
movers in the new company, was for 
12 years commander in chief of the 
Catholic Knights, a fraternal order. He 
was instrumental in placing the order on 
an adequate rate basis. In 1909 he as- 
sisted in the organization of the Inter- 
national Life of St. Louis. He also has 
been a prominent member of the Mod- 
ern Woodmen of America and was as- 
sociated in fraternal matters with the 
late William A. Northcutt, national head 
of the Woodmen. 

In recent years Mr. Kadeski has been 
interested in the manufacturing business 
and is now president of the Defiance 
Packless Valve Company. 

The incorporators of the new com- 
pany, in addition to Mr. Kadeski, are 
J. D. Gray, Chicago, former U. S. com- 
missioner, corporation attorney; Dr. 
Chr. F. Balatka, Chicago, president 
Balatka Musical College; F. W. Raven, 
Chicago, secretary National Association 
of Stationery Engineers; H. H. Horn- 
stein, Chicago, instructor of law, Mayo 
College of Law; F. L. Manns, Alton, 
Ill.; Charles W. Vail, Springfield, clerk 
of supreme court of Illinois; John M. 
Picco, Springfield, Italian consul; Dr. 
John G. Meyer, Springfield, physician 
and surgeon; Charles P. Power, Can- 
trall, Ill.; B. M. Davison, Springfield, 
director, department of agriculture of 
Illinois; S. R. Thayer, Chicago, manager 
Thayer & Lynn, electrical supplies. 


Mutual Canadian Record 


The Mutual Life of New York issued 
2,965 policies in Canada in 1922, the 
amount of insurance being $9,446,744. 
On the last day of the year, the com- 
pany had 21,250 Canadian policies in 
force for total insurance of $58,366,906. 
The Mutual Life claims that business 
conditions in Canada are steadily mount- 
ing and expects a big year in 1923. 
The Mutual Life began business in 
Canada in 1885. 


Not Organizing a Company 


E. W. Spicer, formerly president of 
the American Bankers of Chicago, who 
is now head of the Insurance & Invest- 
ment Company at San Francisco, states 
that he is not organizing a life company 
as was announced. Stock is being sold 
in the Insurance & Investment Com- 
pany’s which is a general agency propo- 
sition. It was reported Mr. Spicer was 
organizing the Ocean Life. Mr. Spicer’s 
office is at 410 California-Commercial 
Union building, San Francisco, Cal. 


Western National May Reduce Capital 


A special meeting of the stockholders 
of the Western National Life of Chey- 
enne, Wyo., was called for this week 
to consider the proposed reduction of 
the authorized capital of the company 
from $300,000 to $225,000. The latter 
amount has been paid in and the pur- 
pose of the proposed reduction is to 
put the company in position to do busi- 
ness in Texas, which requires the cntire 
authorized capital to be paid in. 





MAKING FIELD VISITS 


CONFER WITH TEXAS AGENTS 





President Woollen and Other Officials 
of American Central Life on Tour 
of Lone Star State 





DALLAS, TEX., March 27—Agency 
managers for the American Central Life 
in north and central Texas were here 
last week for a conference with officials 
of the company. At the conference sub- 
jects of giving insurance service and 
how the financial side of the company 
is operated were discussed by officials. 

The officials attending the conference 
were H. M. Woollen, president; Roy 
A. Hunt, vice-president; Henrv W. But- 
tolph, actuary, and Morris G. Fuller, 
manager of conservation. President 
Woollen discussed the financial opera- 
tions of the company, explaining the 
investment features and going into de- 
tail of the ability of the company to 
protect insured persons. Vice-president 
Hunt outlined the plan of the company 
for giving proper insurance service. 

The officers of the company were en- 
tertained with a banquet by the agency 
managers. A. L. Davis of the Dallas 
office had charge of the arrangements. 
The officers will also meet with the 
agency managers of south Texas at San 
Antonio. 

President Woollen said he was very 
nuch pleased with the business his 
company is getting in Texas and de- 
clared the outlook for insurance writing 
in 1923, is better than it has been for 
years. He thought the total.amount of 
business written this year would exceed 
that of last year and probably would 
get up to the “bumper year.” Even if 
the amount of new business written 

his year does not reach that for the 
banner year, it will be more desirable, 
President Woollen thought, because it 
will stay sold. 


TRAVELERS LEADERS FOR 1922 





Standing Is Based on New Premium 
Rather Than Insurance Written 
—Accident Producers 





The Travelers has announced as, the 
10 leaders in personal production for 
life insurance on the basis of first year 
life insurance premiums paid as follows: 
Perez H. Huff, New York City; Max 
Berg, Philadelphia; Harry Baron, St. 
Louis, Mo.; O Brandt, Green Bay; 
C. C. Klee, Binghamton; J. A. Meyer, 
Washington; L. B. Blum, New York 
City; T. N. Ransdall, Washington, 
D. C.; Solon Schiller, New York City; 
C. J. Allen, Philadelphia. The ten lead- 
ers in new accident and health prernums 
paid in 1922 were R. E. Ault, Muncie, 
Ind.; K. H. Wilson, Fitchburg, Mass.; 
H. K. Kempker, Carol, Ia.; J. L. Taylor, 
Norfolk, Va.; A. V. Pritchardt, Mem- 
phis; J. A. Howland, Schenectady; F. A. 
Heckle, Cincinnati; W. B. Watkins, 
Cleveland; C. J. Sorenson, Bellingham, 
Wash.; B. J. Kloster, Sioux City, Ia. 

The leading branch offices and state 

agencies of the Travelers for life insur- 
ance business during 1922, were as fol- 
lows: New York City (55 John street), 
Chicago, Brooklyn, Baltimore, Cleve 
land, Philadelphia, Hartford, San Kran- 
cisco, Milwaukee and Boston. For the 
accident and health premiums, New 
York City, Chicago, San Francisco, 
Hartford, Boston, Philadelphia, Cleve- 
land, Pittsburgh, Milwaukee, Kansas 
City. 
Holding it unfair for a general agent 
to compete for record with solicitors, 
Mr. Huff has asked Vice-President 
Way that his name be eliminated ™ 
such connection in future. Miss Mary 
Z. Shapiro, one of the star_ business 
getters of the Huff agency and a leader 
among her sex the country over. '§ 
writing at the rate of $1,000,000 a year, 
and can see no good reason why - 
energetic women could not attain like 
success. 
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AGENTS HOLD RALLY 


———_ 


COAST AGENCY CELEBRATION 





Home Office Agency of Pacific Mutual 
Has 16th Anniversary Meeting, with 
All-Day Sales Congress 


LOS ANGELES, CAL., March 26.— 
The members of the home office agency 
of the Pacific Mutual Life recently 
celebrated the 16th anniversary of the 
organization of the agency under the 
management of John Newton Russell, 
Jr., an ‘all-day sales congress featuring 
the gala day. John H. Russell, asso- 
ciate manager, presided and an inter- 
esting talk on various phases of life 
underwriting was staged, largely on the 
part of the agency force themselves. 
The first speaker was Dave T. Johns, 
his subject being, “The Approach— 
Methods I employ in meeting people 
under various conditions.” He dealt 
largely with the use of indirect meth- 
ods of approach and with the study of 
human nature from the conditions sur- 
rounding, several interesting ideas on 
means of studying the character of the 
prospect from his surroundings being 
explained. The next speaker was Rob- 
ett A. Brown, whose subject was 
“Prospecting—Methods I Employ in 
Building My Business and How I 
Capitalize the Value of Old Policy- 
holders.” The use of old policyhold- 
ers in the getting of new business was 
especially stressed. “Selling Arguments 
for Income Insurance” was the subject 
of the talk by C. H. Hamilton. Miss 
Julia B. Tubbs spoke on “Selling Ideas 
—Some Appeals I Use Successfully in 
Selling Women.” Miss Tubbs gave the 
entire sales canvass she uses in her 
work and gave a platform demonstra- 
tion of an actual sale. F. H. Small, 
assistant secretary of the company, then 
gave a brief talk on the use of cer- 
tain policy features in the field work. 
E. R. Putnam, manager of the southern 
California agency, was another speaker, 
taking as his subject, “The Mental At- 
titude and Its Relation to Successful 
Life Underwriting.” This was followed 
by an interesting talk by Dr. D. M. 
Baker, Jr., on “How to Meet the Big 
Man and Measure His Life Insurance 
Needs” and the concluding feature of 
the session was the analysis of a typi- 
cal case by L. C. Pierce, assistant man- 
ager. A dinner-dance featured the even- 
ing of the anniversary day. 


Travelers Des Moines Meeting 


The Travelers has just completed a 
two days’ midwest conference at Des 
Moines. Thirty-six managers and as- 
sistants were present from all over the 
midwest territory, which embraces from 
the Gulf to Canada and from the Rocky 
mountains to the Mississippi river. 

Among those present from the home 
office were S. R. McBurney, superin- 
tendent of agencies; H. H. Armstrong 
and J. O. Hoover, assistant superintend- 
ents of agencies, and M. P. Hawkins, 
agency assistant. 


an E. Tucker, surgical director of 
oe Aetna Life, has been unanimously 
mected president of the Rotary Club in 
tanrtford, where he has served as secre- 
it Ang the past two years. Nearly all 

the officials and leaders of this club 
are Hartford insurance men. 
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PLAN ST. LOUIS CLASS 


WORK IS HIGHLY SUCCESSFUL 





Alumni Association Is Formed by Life 
Insurance Sales Graduates of New 
York University 





NEW YORK, March 27.—Early in 
June, Griffin M. Lovelace, James E. 
Bragg and N. L. Hoopingam, the fac- 
ulty of the School of Life Insurance 
Salesmanship of the New York Univer- 
sity, will leave for St. Louis, where a 
like course of instruction will be con- 
ducted, its expense being guaranteed by 
the general agents of that city who 
know of the successful work of Mr. 
Lovelace and his associates here in New 
York and are eager to see it duplicated 
in St. Louis. During festivities the grad- 
uation class of the New York Univer- 
sity gave a dinner to the faculty, after 
having previously formed an alumni 
association, made up of members of 
both the first and the second classes. 
The second class which concluded its 
instruction period a week ago was 
composed of 66 members, 21 of whom 
were representatives of the Travelers. 
Included in the general number were 12 
women, every one of whom was keen 
to get posted regarding effective life in- 
surance salesmanship. The _ students 
were by no means all novices, several 
having established records as big busi- 
ness producers, but who yet realized 
they could profit by a period of further 
training. 


Western Reserve’s Quarters 


Within the next 60 days the Western 
Reserve Life of Muncie, Ind., will oc- 
cupy the entire fourth floor of its pres- 
ent home office building. The new lo- 
cation is being entirely remodeled at a 
cost of about $12,000. At present the 
various departments of the company are 
housed in unconnected offices, and the 
arrangement is unsatisfactory. The new 
quarters are being prepared so that all 
departments of the company may be 
on one floor level. The Western Re- 
serve Life bought its home office build- 
ing about six years ago, and since that 
time the structure has greatly increased 
in value. 


Over $6,000,000,000 Last Year 


Figures given out by the government 
census bureau show that life insurance 
written in the United States last year 
amounted to more than $6,000,000,000. 
For the first 11 months of 1922 an aver- 
age of $514,160,000 of insurance was 
written. This approximates the average 
monthly sale in 1920 which was the 
boom year. It represents a gain of 123 
percent over the 1913 average. These 
figures are for the principal companies 
and only new business is counted. The 
figures show that the big jump in the 
rate at which life insurance was written 
was from 1918 to 1920. Only a moder- 
ate rate of increase is shown from 1913 
to 1918. In the next two years the de- 
mand took a sudden upward turn in- 
creasing at a rate of more than 90 per- 
cent. The decrease which was experi- 
enced in 1920 and 1921 was expected 
because of the business depression. 
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OPPORTUNITY IN OHIO 


_One of the leading Canadian Life Insurance Companies 
desires active representation in Western and Southern 
Ohio. Applicants must have high standing in their com- 
munity and be able to produce results. To the right parties 
we can offer a liberal arrangement covering present and 


Address D-47, Care The National Underwriter. 























Agents Wanted 


For local territory in I]linois and Missouri. 
Contracts as liberal as any company can 
afford to offer, combined with unsurpassed 
service to agents and policyholders. Open 
territory for general agents in Illinois. 





Liberty National Life 
INSURANCE CO. 


CAPE GIRARDEAU MISSOURI 


An old line legal reserve company 



































We are now offering our 


‘‘Complete Protection Policy’’ 
— that is — 
ORDINARY LIFE .. IF YOU DIE 
20 PAY LIFE .... IF YOU LIVE 


KANSAS, MISSOURI 
and ARKANSAS 


Protection 





GOLDEN RULE AGENCY CONTRACT 





Full information about our Agency Contract and yrighted 
SS 


LOUIS A. BOLI, Jr. 


Agency Director 


WICHITA KANSAS 
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! Ir ss evident that there are two schools 
; of thought on the savings bank-insurance 
! plan. The sentiment among the various 
‘life underwriters’ associations is by no 
‘means unanimously against the plan, but 
it might be said that the predominating 
‘ sentiment is against the combination of 
life insurance with a ten years’ savings 
deposit plan, where the surrender value of 
| the life policy is included in the calcula- 
tion. 
Many managers have not made up their 
; minds fully and some are inclined to be- 
lieve that if the savings bank plan can be 
properly regulated it will be the means 
of a great many people taking life in- 
surance who do not now carry it, with- 
out disturbing or impairing the present 
agency system. It is very likely that there 
. will be a number of companies which will 
' continue the plan regardless of any action 
taken by the underwriters’ associations. 
However, the subject is one which re- 
quires special investigation and study. It 
is one which has primarily to do: with 
the qualifications of salesmen. The way 
the plan is being worked in a number of 
cities, by which the insurance company, 
or its general agent takes the initiative 
and induces the bank to work with him, 
it might be regarded as a plan for secur- 
ing more insurance, rather than as one 
as inducing savings deposits. Where the 
initiative is taken by the bank, and the 
salesmen are employed by the bank, the 
question is considerably different. Through 
some of the western states, as in Okla- 
homa, Texas, the Dakotas, etc., country 
bankers have long been used by life in- 
surance men as a means of securing busi- 
ness but this plan has generally been ob- 
jected to by the more orthodox of the 
sales forces. 


{ 


However, the spirit of life underwriters 
is a very broad and liberal one and if the 
plan has real merit by which a large num- 
ber of people can be induced to take in- 
surance who would not otherwise do so, 
it is possible that the operation of the 
plan may be so regulated that the prin- 
ciples of salesmanship and agency ethics 
which have come to be accepted will not 
be impaired. The plan seems to fall 
rather in the field of semi-industrial than 
of regular insurance. While all life in- 
surance men agree that the agency system 
must be protected and preserved it is not 
yet fully apparent that the bank plan will 
impair it. 

There are at least three bank plans. 

First, the plan with which all life un- 
derwriters are in accord, by which a de- 
positor opens a special account in a bank 
and makes deposits each month or as he is 


| Life Insurance and Banks 


able to do so with the idea of having the 
money ready when the premiums become 
due. This is a very commendable plan, 


and while it creates new accounts for the 
bank, it performs a real service to life in- 


surance and the assured in helping him 
meet his premium payments. 

Second, there is the plan by which the 
general agent or company induces the 
bank to go into what is virtually a co- 
operative agreement, but under the man- 
agement of the insurance office, by which 
savings and insurance are combined, usu- 
ally on a ten year endowment plan, by 
which the bank returns at the end of the 
ten years $1,000 in cash. The life policy, 
usually an ordinary life, is either figured 
independently of the savings or the cash 
value is made a part of it. The objection 
to the latter plan is that it is likely to 
result in poor underwriting, in that the 
insurance needs of the policyholder will 
not be considered, or are not likely to be, 
and the many possible combinations of 
insurance and investment in a_ single 
policy, will not receive the attention which 
they deserve. This may not be so im- 
portant in the case of small policies, but 
certainly anyone who is contemplating an 
“insurance program,” is not likely to get 
the life insurance service which he desires 
under the bank plan as it is being pushed 
at the present time. There is, of course, 
no reason why this service should not be 
given in connection with the bank de- 
posit, but it is not so likely to be as 
where the taking of insurance is the sole 
consideration. 

It is known that natural premium and 
fraternal organizations which believe in 
“pure insurance” and low premiums are 
using the bank or building and loan plan 
as a means of meeting the competition of 
old line companies and making estimates 
of results which are more favorable than 
those of the regular companie¥. This 
point should be carefully considered and if 
it is found that the effect of the bank 
plan is to impair the insurance business, 
it should not be endorsed by life insur- 
ance men. 

The banks are, of course, entirely will- 
ing to have the insurance men secure new 
depositors at no cost to themselves and 
the result of the plan might virtually be 
that the expense of securing the business 
for the bank as well as for the company 
would be borne by the insurance company 
alone, which might result in an unfavor- 
able comparison in results as between the 
bank and the company. The life insur- 
ance world is fully committed to the plan 
of saving and protection for old age as 
well as against death, and this involves 








to a considerable extent the combination 
of the investment with the insurance idea. 
Life insurance men do not believe in the 
“pure insurance” idea, dissociated from 
protection for old age, etc. The result of 
the plan as worked out by the assessment 
and fraternal associations would be to 
confine the insurance companies more 
closely to pure life, or death, insurance. 
The third plan is one which life insur- 
ance agents do not seem to accept at all. 
It is that the bank shall itself employ 
solicitors, keeping for itself the larger 


part of the deposits, and giving the life 
company only the premiums on a decreas- 
ing ten-year term policy, or, if an ordinary 
life policy, sell it in such a way that there 
would likely be a large lapse ratio at the 
end of the tenth year. This, the life men 
say, would be destructive of everything 
which the life underwriter associations 
stand for and would transfer a large part 
of the life insurance business to the banks, 
with a serious impairment of the service 
which is now being given to the com- 
panies’ policyholders. 














PERSONAL GLIMPSES OF LIFE UNDERWRITERS 














John L. Shuff, home office general 
agent of the Union Central and ex- pres- 
ident of the National Association of Life 
Underwriters, went east to attend the 
Philadelphia sales congress and to put 
in a week or two at Atlantic City, where 
he will recuperate from his recent attack 
of grip. He is accompanied by Mrs. 
Shuff. 

Every sort of man drifts into the in- 
surance business and, oddly enough, 
every sort feels at home in it. Recently 
a member of one of the European royal 
families died in New York. He was 
engaged in the insurance business. An 
agent of the United Fidelity Life of 
Dallas, Tex., is John B. (Uncle Dick) 
Dickinson. Here is his record: 

“He was born in Denton county and 
at the age of 8 went westward where he 
secured employment on a ranch. He 
was wounded by the Comanche Indians 
with a poisoned arrow and was captured 
by the Indians and carried into Okla- 
homa. He was held captive until he 
was 16 years of age when he was res- 
cued by a notorious bandit and made 
his way to Kansas City, where he fell 
in with a circus and went to New Jer- 
sey. He was known as a mathematical 
genius and attracted the attention of 
Robt. G. Ingersoll, who took him at 
the age of 18 into his law office and 
was admitted to the practice of law at 
the age of 23. He practiced law for six 
years when he bought a membership in 
the stock board and 14 years later he, 
with thousands of others, was swept 
away financially by the panic of 1893. 
He joined a lyceum troupe and toured 
the world twice, meeting all of the great 
statesmen, diplomats and men of affairs 
of all the nations. When he returned to 
the United States he became a reporter 
on the New York ‘Herald’ and served 
on the staffs of several of the metro- 
politan papers in this country. He 
speaks six different languages but does 
not know a noun from a verb and never 
attended school a day in his life. He 
says his religion is to do right, his law 
the ten commandments.” 


F, H. Prichard, district manager of 
the Central Life of Ottawa, Ill, at La- 
Salle, Ill., believes in following up the 
families of those that he insures. The 
other day he sent in an application for a 
$1,000 endowment for Miss Katharine 
A. Stevenson. It is interesting to see 
in this particular family what he has 
done. He has two policies for Robert 
Stevenson. He has two policies for 
Thomas Stevenson. He has a policy 
for Robert Stevenson, Jr., one for Ma- 
rion Stevenson and now one for Kath- 
arine Stevenson. Four of these are en- 
dowment policies and four on the 20 
pay life plan. Mr. Prichard works sys- 
tematically in his community. He is 
very conscientious about it. He studies 
the needs of a family and is just as con- 
scientious in his recommendations for 
$1,000 policy as he is for one that is 
much larger. 


Earl Caddock, former world champion 
wrestler, who has lived until recently at 
Walnut, Ia., will soon start in active 
work as a field representative of the 
Bankers Life of Des Moines, in Cali- 
fornia. Mr. Caddock and his brother- 
in-law, S. S. Burke, have practically 








completed arrangements with C. A. 
Reed, agency manager in southern Cal- 
ifornia, to represent the Bankers Life 
in Tulare county with headquarters at 
Porterville. Mr. Caddock has sold out 
his garage and other business interests 
in Walnut and has removed to Califor- 
nia. 

George W. Bahlke, superintendent at 
Baltimore for the Metropolitan, formerly 
representative of that company at Rich- 
mond in a similar capacity, has been 
unanimously elected governor of the 
34th Rotary district, comprising Mary- 
land and Pennsylvania. Mr. Bahlke has 
been recently mentioned as a probable 
candidate for mayor of Baltimore on the 
Republican ticket. 

Col. Robert F. Sheddon, manager 
Mutual Life of New York at Atlanta, 
Ga., is a real colonel and not one of 
the pseudo southern colonels often seen 
in the movies. He has just been again 
appointed on the military staff of the 
governor of Georgia, a position he has 
occupied for so many years that the 
memory of man runneth not to the 
contrary. A visitor to Atlanta, not cer- 
tain which floor of the office building 
the Mutual Life was on, asked the 
elevator man the other day what floor 
“Mr.” Sheddon was on and got the re 
proving answer “Kunnel Sheddon’s of- 
fice is on the tenth n floor, sah.” 


C. P. Carroll, elected vice-president of 
the Kansas City Life last January, was 
the leading personal producer of the 
company on a paid basis for 1922, and 
seems likely to maintain his position 
during 1923. His record last year was 
$662,000. Mr. Carroll's personality, 
like that of many other leading produ- 
cers in these days, is about as far re 
moved as may be imagined from the 
boisterous and loud voiced methods of 
old time leaders in life insurance work. 
He is a very quiet, modest gentlemaa 
and dislikes nothing more than 
“speechify” but has a manner that con- 
vinces his prospects that he can 7" 
the goods” that they need and so he 
is doing this nowadays to the tune 0! 
a million a year. 

The two cases that were presented by 
Roy H. Heartman, agency manager 
the Equitable Life of New York, # 
Des Moines, before the sales congresses 
in Ohio, published in the last issu® 
were actual incidents in his own carett 
were closed by him and the policies 
delivered. 

With 20 years of service completed, 
the Guaranty Life of Davenport, be, 
has issued a little leatherette covert 
booklet containing a short history ° 
the company for distribution among its 
directors and agents. The Guaranty 
Life was incorporated in February 
1903. Lee J. Dougherty, its cere 
and general manager, is now presid¢ 
of the American Life Convention. 


W. I. Frazer, agency manager for & 


Bankers Life in the Golden Rod ag¢ st 
at Lincoln, Neb., was snowboun ‘ 
Greeley, Neb., on March 15. a 
Frazer had broken’a spring on his 
and decided that inasmuch as he — 
to pay double price for it in Gree 
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somebody would have to pay for it, 
so he went on a canvass. He drifted 
into the office of the superintendent of 
schools and before he left he had per- 
suaded the superintendent to purchase a 
$5,000 policy with a premium of $137.10 
paid. Lhe repair work required an 
entire week but it cost Mr. Frazer noth- 
ing, as he wrote $20,000 in business dur- 
ing the seven days. He also appointed 
a full-time agent and two men who 
expect to develop into full-timers. 


W. S. Donahey has resigned as as- 
sistant treasurer of the National Life 
U. S. A. at Chicago. Mr. Donahey went 
to the National with the absor>tion of 
the Des Moines Life in 1912. He now 
returns to Des Moines to give personal 
attention to his property interests, 
chiefly the sub-dividing and marketing 
of a large tract of land adjoining that 
city. 


General Agent H. H. Johnson of the 
South Dakota agency of the Interna- 
tional Life of St. Louis has the distinc- 
tion of writing policies farther from a 
railroad than any of the International 
Life men. If he hears of a prospect 100 
miles away he simply cranks up his 
Ford, gets out his rate books and hus- 
tles to the spot. 


John W. Dragoo, secretary of the 
Western Reserve Life of Muncie, Ind., 
was a short time ago re-elected presi- 
dent of the Muncie Chamber of Com- 
merce. No president of the organization 
has ever before been re-elected for a 
second term. Under Mr. Dragoo’s 
guidance the Muncie Chamber of Com- 
merce was completely reorganized last 
year, the annual dues being increased 
from $10 to $25. In spite of this extra 
expense to members, the membership 
was increased to 1,000. The Muncie 
Chamber is making a name for itself 
and Mr. Dragoo has had a large part 
in its development. 


Amend Caldwell’s Questionnaire Bill 


The questionnaire bill prepared by 
Commissioner Caldwell of Tennessee, 
has been recommended for passage in 
the lower house of the legislature of 
that state, after having been amended 
so as to strike out reference to “qualifi- 
cation” in the examination of appli- 
cants for license and substitute the word 
“fitness” and also to provide for a hear- 
ing before a license is revoked. The 
agents qualification law, which the 
senate insurance committee voted to re- 
ject, has also been favorably reported 
in the house. 


Suicide Banker Heavily Insured 


L. V. Gibbs, cashier of the Kirksville, 
Mo., Trust Company, who committed 
suicide March 18, is said to have car- 
tied upwards of $600,000 in life insur- 
ance. The bank is in the hands of the 
state finance department at the request 
of its directors. 

Gibbs’ oldest policy was one for $5,000 
taken with the Mutual Benefit Life 
seven years ago. The newest policy by 
that company was written 15 months 
ago for $50,000. Other policies carried 
v him are said to have been: Metro- 
Politan Life, $125,000; Mutual Benefit, 
$95,000; Missouri State Life, $150,000; 
Aetna, $75,000; Kansas City Life, 
$50,000 and the National Assurance 
Company, $10,000. Press dispatches 
from Kirksville state that Gibbs just a 
few days before he killed himself gave 
his check in payment for a $25,000 
Policy in the Missouri State Life. The 
company returned the check but his 
Parents refused to accept it. 





Moriarty on Coast 


John J. Moriarty, vice-president of 
the Missouri State Life, Fen a trip 
to the Pacific Coast agencies of his 
Penpany which has included Seattle, 
ortland, Los Angeles and San Fran- 
oe While in the latter city last 
eek, Mr. Moriarty made arrangements 


for the annual convention of the Quar- 


= quilien Club, which is to be held 


July. 


an Francisco the latter part of 








THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory 
in the State of Michigan is ready for the right man. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 


: George Washington Life Insurance Company 
HARRISON B. SMITH, President CHARLESTON WEST VIRGINIA 














The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE Co. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General 
MUNCIE, INDIANA 
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Walker & Leslie 


Harold D. Leslie, formerly general 
agent in central Illinois for the Provi- 
dent Mutual Life, will after April 1 be 
associated with Matthew Walker, gen- 
eral agent of the Northwestern Na- 
tional Life for southern California with 
headquarters in Los Angeles, the’ firm 
title being Walker & Leslie. Mr. 
Walker was formerly manager of agen- 
cies at the home office of the Provident 
Mutual Life. He resigned Jan. 1 from 
the Provident. e was one of the lead- 
ing agency leaders of the country. Mr. 
Leslie graduated from Ohio State Uni- 
versity and took postgraduate work at 
the University of Michigan and the 
Wharton School of Finance in the Uni- 
versity of Pennsylvania. Later he lec- 
tured in the University of Illinois on 
“Economics” and “Life Insurance.” 
He was given the M.A. degree from 
that university. 


Northwestern National 


W. W. MacLaughlin and E. I. Elder 
have been appointed general agents of 
the Northwestern National Life in cen- 
tral Tennessee with headquarters at 
Nashville. H. P. Michael has been ap- 
pointed general agent of the company 
in south central Pennsylvania with head- 
quarters in Harrisburg. 





W. G. Lamb 


W. G. Lamb, formerly general agent 
of the Equitable Life ef Iowa at St. 
Louis, has been appointed general agent 
of the Michigan Mutual Life for the 
larger part of the state of Indiana. He 
has opened headquarters at 418 Guar- 
anty building, Indianapolis. Mr. Lamb 
entered the life insurance business with 
the John Hancock at Terre Haute and 
later went with the Indiana general 
agency of the Northwestern Mutual. 





For both the John Hancock and the 
Northwestern Mr. Lamb led in Indiana 
during certain years. As members of 
his own and his wife’s family live in 
Indianapolis, he has wanted to return to 
Indiana. 





F. E. Gilmore 


The Farmers & Bankers Life of 
Wichita, Kan., has recently entered 
Texas. F. E. Gilmore of Dallas has 


been named as state agent. 

President H. K. Lindsley made a visit 
to Austin in connection with obtaining 
the permit, and was also in Dallas with 
State Agent Gilmore relative to activi- 
ties. Mr. Gilmore will begin at once 
locating agents in various parts of the 
state and writing business for the new 
company. Both the president and the 
state agent are optimistic over the out- 
look for business in Texas. 


Frank B, Lowe 


The appointment of Frank B. Lowe 
as manager of its Atlanta, Ga., agency 
is announced by the Guardian Life. Mr. 
Lowe is a native of Atlanta and has 
spent his entire business career in life 
insurance work. He started at the bot- 
tom 17 years ago and rose to the head 
of one of the most successful general 
agencies in his city. 


R. J. Lee ee 


R. J. Lee, for the past four years 
general agent of the Commonwealth 
Life of Omaha in its home city, has 
left that company to go with the North 
American Life of Omaha, which is now 
controlled by former officers of the 
Commonwealth. 


» H. C. Blakeslee 


Harold C. Blakeslee, a former star 
athlete at Ohio State University, this 














week was appointed sales manager of 
the Columbus office of the Grizzard In- 
surance System. Mr. Grizzard is now 
spending most of his time in Chicago. 
Harry B. Coleman, vice-president in 
charge of the Columbus office, reports a 
steady and satisfactory growth in the 
company’s business. 





Ralph E. Ferguson 


Ralph E. Ferguson of Toledo, who 
was formerly actuary of the Toledo 
Travelers Life of Toledo, has become 
associated with Farley & Farley, gen- 
eral agents of the Equitable Life of 
Iowa in that city. Mr. Ferguson and 
George W. Farley, senior member of 
the firm, have been friends for 29 
years. Mr. Ferguson is admirably 
adapted for the new work which he is 
entering. 





H, E. Mayer 


1H. E. Mayer has been appointed state 
manager of the Manhattan Life in 
Kansas, with headquarters at 705 
Schweiter building, Wichita. Mr. Mayer 
resigns as general agent of the Great 
Southern Life to assume his new con- 
nection. He was for several years gen- 
eral agent of the Missouri State at 
Wichita and has always been a good 
personal producer. 





Luther Allen 


Luther Allen, district agent for the 
Northwestern Mutual Life at Aurora, 
Ill, for a number of years, has been 
appointed general agent for the qpm- 
pany in Georgia. Mr. Allen succeeds 
Yancey & Love, who resigned, and 
will continue the agency offices in the 
Healey building, Atlanta. 





Life Agency Notes 
F. C. Drake, former county treasurer 
at Mitchell, S. D., has been appointed 
district manager of the Mutual Life of 
New York in that city. 
James M. Long, formerly under sheriff 





at Washburn, Wis., has been appointed 
district agent for five Wisconsin coun- 
ties of the Mutual Trust Life of Chicago, 
with headquarters at Washburn, 


J. H. O’Rielly, well known in life in- 
surance circles of New Mexico and Ari- 
zona as a big personal producer, agency 
organizer and company executive, has 
recently located in Los Angeles and is 
now engaged in field work for the Great 
Republic Life. 

Mrs. Inez Freeman has joined the force 
of V. W. Moss, state agent of the Inter- 
national Life at Columbus, O., and will 
specialize in children’s educational oli- 
cies. Curt C. Schiffler, formerly of St. 
Louis and Cincinnati, will look after 
business insurance in Licking and 
Franklin counties. 


Missouri Legislature 


Senator Casey’s bill prohibiting courts 
from permitting life and accident in- 
surance companies to refuse to pay 
policies on the ground that the policy- 
holder committed suicide, unless it is 
proven that he contemplated suicide at 
the time the policy was taken out was 
put through in the Missouri legislature, 
which has just finished its work. 

Another measure passed was Senator 
Cave’s measure providing that no life 
insurance policy upon which three or 
more premiums had been paid may be 
voided for non-payment of subsequent 
premiums, and outlining a system of 
commutation for such policies. 





The Murray & Walker general agency 
of the Penn Mutual at Cleveland, O., is 
moving from the Leader building, where 
it has been located for many years, to 
the Kelth building at Euclid and Seven- 
teenth street. The Canada Life, F. B. 
Carr, general agent, is also going to the 
Keith building, April 1 





An Eastern Life Insurance Company 
issuing Life, Accident and Health Policies has 
several good openings for Live Men to act as 
General Agents. The following territory is 
open at present: Albany, Buffalo, and Syra- 
cuse, N. Y., part of Indiana and part of lowa. 
All communications treated in strictconfidence. 
Address D-54, care The National Underwriter. 

















BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets - ° 


$22,100,000.00 





GENTLEMEN : 


for the company, I am 


Council Bluffs, Ia., February 3, 1923. 


Benkers Life Insurance Co., Lincoln, Nebr. 


Your agent Mr. Bender has today handed me your check for $306.82 in 
settlement on policy No. 11723 according to Option No. 2. 


I have paid in $557.00 and now have $306.82 of it returned with a paid up 
policy for $1,000.00 on which dividends will be paid annually. 


I am more than pleased with this settlement and wishing continued success 


Yours very truly, 


A. E. DOWNING. 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 


Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska 


~ 





Name of insured 








If interested, consult one of our agents or write Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, N eb. 


Residence ..............Council Bluffs, Ia. 
Amount of policy............... .$1,000.00 
Total premiums paid............. 


SETTLEMENT 


Total cash paid to Mr. Downing. . . . .$306.82 
And a paid-up participating policy for 


are .A. E. Downing 


557.00 


$1,000.00 
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RECORD CONGRESS IS 
HELD IN PHILADELPHIA 


(CONTINUED FROM PAGE 2) 


would otherwise be difficult to meet and 
may prevent the dissolution of the firm, 
or embarrassment, otherwise caused by 
settlement with the estate of a deceased 
partner.” 

Mr. Law warned agents to use discre- 
tion in placing business insurgnce, citing 
instances where the carrying of exces- 
sive coverage on the lives of non-essen- 
tial members of concerns actually had 
a part in dragging down the concerns 
to “disastrous failure.” 


Two Partnership Insurance Plans 


“There are two methods of effecting 
partnership insurance: (a) The firm or 
corporation insures one or more of the 
very valuable and active partners or 
oficers for a large amount payable to 
the firm or corporation as beneficiary. 
The premiums are, of course, paid by 
the firm or corporation. This is nat- 
urally a very simple matter and the 
item possibly appears among the con- 
cern’s assets in its balance sheet as 
the cash-surrender value of the policy 
or policies, ; 

“(b) By another method a firm in- 
sures the life of each partner for an 
amount equal to the value of his inter- 
est in the firm, payable to his wife 
as beneficiary, the firm paying the 
premiums. 

“A separate agreement is executed by 
the members of the firm and their 
wives, setting forth the fact that the 
payment of the death claim of any 
partner releases the interest of his wife 
in the firm and that the interest of the 
deceased then vests in the surviving 
partners. Each partner also makes a 
will in harmony with the above agree- 
ment. The life insurance company is 
not in any sense a party to the agree- 
ment. 


Valuable for Professional Men 


_ “This is a most convenient form of 
insurance for a firm of professional men 
whose contributions to the firm are in 
the form of services, or the assets are 
of an intangible nature, such as lawyers, 
engineers, brokers, insurance agents or 
real estate agents. 

“One can hardly estimate the relief 
caused by such a policy to a law firm, 
for instance. Without it, a final settle- 
ment might continue for years as the 
various matters in litigation terminte| 
and the compensation for the services 
of each lawyer were finally settled. 
There might be countless differences of 
opinion between the surviving memkers 
and the heirs as to what services had 
previously been rendered and as to their 
relative value, or as to what goodwill is 
worth; also as to the services of the sur- 
vivors and their value before and after 
the death of the deceased partner.” 

Appropriately following this address 
was a discussion on “Life Insurance to 
Protect Small Partnerships, Small Cor- 


porations _and_ Business Men With 
Limited Capital,” led respectively by 
William J. Amos, Penn Mutual; Clay- 


ton M. Hunsicker, Fidelity Mutual, and 
Louis F. Paret, New Jersey manager 
‘or Provident Mutual, the latter two be- 
Mg ex-presidents of the Philadelphia 
association and the only two men who 
have addressed all three annual sales 
tongresses in this city. 

Mr. Amos said: “The field of small- 
Partnership insurance is not sufficiently 


covered. Cultivate the little fellows! 
There are 81 of them to every one cor- 
poration. But remember, you are only 
fixing up a fine field for a lawsuit unless 
at the time you sell the insurance you 
see that proper articles of agreement are 
drawn up, signed and filed.” 


Contrast With Usual Agreement 


“Clayt” Hunsicker, who is one of the 
greatest business life insurance special- 
ists in the east, contrasted the usual 
agreement to perpetuate the business, 
whereby survivers of deceased partners 
may buy out the interest of the deceased 
at inventory value, with the agreement 
which he offers as part of his service to 
the prospect. Mr. Hunsicker shows his 
prospects that inventory value is not a 
fair standard and asks each member of 
the firm what he would take for his 
interest in the business if he should 
retire while living. These sums are 
embodied in the agreement which Mr. 
Hunsicker gets his attorney to draw 
up. “If. their attorneys draw up the 
agreement I almost invariably lose the 
case,” he said. “My agreement enables 
the active men to retain control of the 
business, instead of letting it slip into 
the hands of widows or, what is worse, 
their lawyers. My agreement permits 
the survivors of deceased partners to 
buy out the interests of the deceased at 
figures agreed upon beforehand. I don’t 
mention life insurance until I am near 
the end of my talk. Then I point out 
that insurance gives the survivors the 
money with which to buy out the share 
of the deceased, and the agreement im- 
mediately paves the way for such trans- 
action. If some members of the firm 
are not insurable, I draw up the agree- 
ment in the usual way, the difference 
being that insurance is carried on only 
those who are insurable.” 


“All Business a Gamble” 


Mr. Paret said: “All business is a 
gamble. The smaller the business, the 
greater the gamble. The law of aver- 
ages takes pretty good care of the big 
corporations but not the small concerns. 
The head of a one-man business says, 
‘Business insurance doesn’t apply to 
me.’ I show him that he doesn’t need 
such coverage if he can be sure that 
his business will go along on a level, 
but if it is to rise he needs capital and 
if it sinks he needs financing, either of 
which should be covered by insurance. 
And I say to that man, ‘Remember, 
this business is a child of your brain 
and it needs to be protected.’ I speak 
about it as his heart’s ambition.” 

The morning program ended with the 
showing of the film of the Life Agency 
Officers’ Association, “Everybody’s 
Friend,” and the afternoon session be- 
gan with the Canadian association film, 
“What Might Happen,” both shown 
through the courtesy of Winslow Rus- 


sell. 


Hall on Life Income 


J. Elliott Hall, who is known far and 
wide as a life-income salesman, kept the 
audience in a state of enthusiasm for 
more than an hour with a rapid-fire ad- 
dress on his specialty, interspersed with 
questions from the audience, which he 
answered. 

“The mere buying of life insurance 
does not mean that your wife and chil- 
dren will be provided for,” he declared. 
“How many of you, if you received 





vour annual salary in a lump sum, would 
have one-twelfth of it left by Dec. 1? 
How many of you would be willing to 
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Extra Profit 
For Your Agency 


Medical Life writes a policy that means extra profit for your agency 
—a profit that is now lost entirely. 





This particular policy is a Sub-standard policy designed to meet 
the requirement of the great number who are physically impaired, 
and who are denied the benefits of insurance protection because of 
that impairment. 


Such a policy gives extra profit to any agency, performs a real 
service for the applicant and is readily sold. 


Write Medical Life. Ask to have this policy explained in detail. 
And ask about the money-making Child’s Endowment policy and 
our regular line of Standard policies. 
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ROYAL UNION MUTUAL LIFE 
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FRANK D. JACKSON, President SIDNEY A. FOSTER, Secretary and Vice President 
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BUILD YOUR OWN"BUSINESS 


Under Our Direct General Agency Contract 
Our Policies Provide for 


Double Indemnity 


Disability Benefits 


Reducing Premiums 
SEE THE NEW LOW RATES 


ORGANIZED 1850 
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May Mean Thousands To You 





EADING of two Columbus Mutual Life Booklets may 

mean thousands of dollars to you. One is a Booklet of 

Bouquets, the other the “Miracle” story. The first is the 
candid expression of hundreds of Life Insurance men,—Agents, 
General Agents, Managers, and Executives—concerning the in- 
evitably large success of the Columbus Mutual System. The 
other is a reprint from a laudatory article in a well-known maga- 
zine for salesmen, detailing the fascinating history of the Brandon 
insurance plan. The Columbus Mutual is declared to be the 
“Miracle” of Life Insurance. 


Write your name and address on the margin of this adver- 
tisement and send to The Columbus Mutual at Columbus, Ohio. 
The booklets will be forwarded to you. If you think of a change, 
here’s your opportunity to get all the distinctive advantages 
The Columbus Mutual offers. No General Agents or Managers, 
no closed territory. No strings on renewals. 


The Columbus Mutual made fine gains in 1922 and will 
exceed them in 1923. It has passed 40 older companies in total 
volume and many others in yearly gains. 


your widow gets in a lump sum, the 








CONSERVATION OF BUSINESS 
i i leani indebted policies f ber of Life Compani 
genase ei ee geet a Gi 
i e 
= one at years of cntieloatery service, and we seapecttully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 

















HUTCHINSON, KANSAS 


STEPHEN M. BABBIT, President 





give your wife her yearly allowance in 
one lump sum? If you did, how much 
would she have left by Dec. 1? And 
if you couldn’t trust her with a year’s 
money at once, how could you trust 
her to manage all the money she would 
get for the remainder of her life, in a 
lump sum? Especially if she has not 
been accustomed to make investments 
for you. 

“The only plan of saving ever de- 
vised that will enable a man to carry 
out after death, by contract, what he 
meant to do if he had lived, is income 
life insurance. 


Lump Sum Means Bigger Charges 
“And remember this, the more money 


more the undertaker will charge for 
burying you, the more the doctor and 
the lawyer will charge. Every man 
should have a ‘clean-up’ policy to pay 
for death expenses, but the bulk of his 
life insurance should be on the income 
basis. 

“My mother lives with me and can 
have anything I own. I have never re- 
fused her money. But sometimes she 
says, ‘If only I had $5 or $10 or $15 a 
month to call my own, that I would not 
have to ask for.’ Here is a case of a 
widow provided for, with all the com- 
forts of life and many of its luxuries, 
but she lacks that feeling of independ- 
ence which a little life income would 
have given her. 

“In my judgment, it is better to put 
even a small policy on the life-income 
basis. Even if it is only $10 a month, 
it is better than the lump sum which 
would soon be dissipated. The widow 
would have to work anyway; that in- 
come would be the first ten to supply 
the barest necessities. Carry as much 
life-income as you can. Let your widow 
marry again if she wants to, but don’t 
make her remarriage compulsory.” 


Trust Company Argument 


Mr. Hall was asked to meet the argu- 
ment that a prospect wants to leave his 
money with a trust company instead 
of in the form of life insurance. “First 
of all,” he replied, “ask your man if 
he has read the contract with his tryst 
company. What does it guarantee to 
do? Nine chances out of ten he has 
not read it. The trust company guar- 
antees neither principal nor interest. 
One comparatively small loss in invest- 
ments on the part of the trust company 
may sweep away your entire estate. In 
the case of life insurance, such a loss 
would be spread out over all the com- 
pany’s investments, and would not be 
felt by any of the policy-holders. 

“Moreover, do you know of any way 
in which a man can settle his estate 
within a week or 30 days, outside of life 
insurance? Have you figured out the 
size of the hole that would be eaten 
into the non-insured by legal expenses 
and taxes? In 250 uncontested cases 
in the New York surrogate’s office, an 
average of 10 percent of thé principal 
was taken for legal expenses. With 
life insurance alone you get the princi- 
pal and interest intact.” 


Metropolitan Men Speak 


Joseph D’Andrade, Metropolitan sup- 
erintendent at Norristown, Pa., was 
scheduled to speak on “What would be 
the proper coverage to present ta the 
average man earning from $50 to $60 a 
week?” but Mr. D’Andrade was taken 
ill unexpectedly and two fellow-mana- 
gers of the Metropolitan filled in the 
breach creditably—Thomas A. Lynn of 
Belmont, Pa., and J. E. Smithies, of the 
Manayunk district of Philadelphia. Mr. 
Lynn said that a man with an income of 
$2,500 should invest 10 percent of it in 
life insurance. Mr. Smithies said men 
or that type were circulating money 
freely, not saving it. He suggested that 
the ideal coverage would be $10,000, 
costing only $92 a year—giving $1,000 
cash and the remainder in nine annual 
payments. 

Frederick G. Woodworth, vice-presi- 
dent of the Philadelphia association, and 
Niels M. Olsen, secretary, both John 
Hancock superintendents, also spoke in 





THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your independence it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 
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PVOQSNINUOOUCUURLAQISUUCLUCCONYIUN 


Your training, experience and knowl- 
edge of the life insurance business 
qualifies you to operate a general 
agency in 


CENTRAL ILLINOIS 


for an established and successful Old 
Line Mutual Life Insurance Company 
not now represented there 


We want to talk with you 


A Home Office official will arrange a 
liberal contract on a basis that will 
assure success. 


REAL MANAGERS ARE AGENCY 
BUILDERS AND WE WANT 
A MANAGER IN FACT 
AS WELL AS IN 
NAME 


All negotiations strictly confidential. 


Address Supt. of Agents, D-29 Care 
The National Underwriter. 
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FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 
has just ame 9. 7 interesting 


“Si.ggesticns for Increasing 
Your Income’”’ 
and would be pleased to send a copy 
to every Life, Fire and Accident 
Agent in 


Ohio, Illinois and Kentucky 





























the afternoon, followed by Frank H. 
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Provident Life 
Insurance Company 
Bismarck, North Dakota 





Tnsurance in Force, $13,500,000 
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Davis, second vice-president, Equitable 
of New York, who was introduced by 
E. P. Langley, Philadelphia agency 


= > 

fr, Davis warned underwriters 
against cluttering up their minds with 
things they couldn’t use. “Men get paid 
not tor what they know but for what 
they do with what they know.” He 
said some underwriters were indifferent 
to their own development and the pos- 
sibiiities of the profession, advising them 
to learn all they could from the insur- 
ance journals, sales congresses and, 
most of all, from prospects. He pre- 
dicted life income insurance would be- 
co:ue increasingly important as time 
went on. 

“Jack” Shuff, who made a brief talk 
in the afternoon, rose to heights of 
eloquence at the banquet. He said he 
had come here without his doctor’s con- 
sent, having broken down as a result of 
traveling 51,000 miles last year, and 
had been obliged to break every speak- 
ing engagement so far this year except 
at Philadelphia. But he was filled 





with enthusiasm as a result of that 
great tour, declaring, “I wouldn’t take a 
million dollars for my experience with 
the insurance men of America.” 

Mr. Shuff roundly denounced Babson 
for urging that people discount their 
life insurance and invest the money 
elsewhere at 6 percent, which doctrine 
he said was economically unsound. The 
former president of the National asso- 
tiation recommended that agents peruse 
the insurance journals for inspiration 
and methods. and closed by reading 
Shuff’s Creed” from THe Nationat Un- 
DERWRITER Of March 15. 

Dr. Francis Green, president of Pen- 
nington Seminary, Pennington, N. J., 
and Strickland Géillilan, Baltimore 
author and humorist, concluded a_de- 
lightful evening with addresses spark- 
lng with wit, humor and wholesome 
advice in the art of living. 

An interesting feature of the sales 
congress was the mass singing of clever 
life insurance parodies written especially 
for the occasion. Representatives of 
five insurance papers were present, in- 
cluding the editors of three. Frank W. 
Bland, associate manager of THE 
NATIONAL UnpberwriteR and Rough 
Notes, presided over a table for the 
sale of life insurance, literature and 
office helps, meeting many of his old 
trends and making new ones. 


Berkshire’s Iowa Meeting 


Towa district agents of the Berkshire 
Life held a sectional convention at 
Mason City, Ia., March 23-24. Joseph 

. Peterson, Des Moines general agent, 
presided. It is their custom to hold two 
meetings of this nature annually, one at 
the general agency at Des Moines and 
the other in one of the other districts in 
the state. 
wiimong the subjects discussed were: 
‘The Functions of Life Insurance,” 
Life Insurance Salesmanship,” “Prin- 
ciples of Life Insurance.” The speakers 
included L. A. Somes, sales manager, 
Hawkeye Supply Co.; H. M. Knudson, 
Mason City, and G. E. Cress, of the firm 
of Finnegan, Walker & Cress, certified 
public accountants. The meeting was 
held at the agency rooms of Ned G. 
Taylor, district agent, Mason City. It 


closed with a banquet at the Hanford 
hotel. 


Preferred Risk’s Sales School 


yite Preferred Risk Life of Des 
“ones 1s carrying on a school of insur- 
-~ salesmanship at the general agency 
. t. 2 Ransom-Ellis Company. The 
_ col is under the supervision of P. M. 
seem formerly in charge of the Equit- 
able Life of New York for the Des 
Moines district. Mr. Sutton says that 

¢ Diamond Life Bulletins play an im- 


Portant role in his co i 
: urse and praises 
them highly. . 





“Life Insuran Ld 
bei Surance Laws of 1922” is now 
cing mailed to its member companies 


y the Association of Lif. 

e Insurance 
Umea idents. In the preface to the vol- 
the life“ iner T. Wight briefly reviews 
See nsurance legislation of last 








“Twixt the Cup and the Lip” 





“Oft times many things fall out between the cup and the lip” 








HESE words were written over three 

hundred years ago by Robert Greene, a 

contemporary of Shakespeare. Greene 
lived a dissolute life and wrote on his death- 
bed “‘A Groatsworth of Wit Bought with a 
Million of Repentance”. The words first 
quoted above have stuck in men’s minds and 
we have a short modern version— 


“There’s many a slip 
Twixt cup and lip.” 

Almost—but not—to get a thing one has 
planned for, labored for, thought he was sure 
of, seemed to have in his grasp—that is the 
tragedy of life and endeavor. 

Such things happen from a great variety of 
causes—some of which could not be foreseen, 
some of which are the fault of others. Some- 
times they are the result of carelessness or ig- 
norance on our own part. But they happen, 
and we lose what we had set our hearts on, 
and that’s the tragedy. Occasionally the loss 
can be made good—only time and labor may 
be lost; but usually such losses, such failures 
“twixt cup and lip” affect us, our children 
and, ultimately, their children. 

What is the most important thing in your 
life? If the Fates were to offer you just one 
wish, what would you wish for? 


Would it not be the welfare of your family? 


What would be the greatest calamity that 
could befall you2 Would it not be— 





FAILURE IN DUTY TO YOUR 
FAMILY? 


If, in order to make sure of doing that 
duty, you should decide to insure your life, 
and should apply for a policy and be found an 
acceptable risk, and then die while the papers 
were in transit—that wouldbea tragedy indeed! 
That would be one of the many things that 
fail “‘twixt the cup and the lip.” There is 
something terribly suggestive in that title— 
“A Groatsworth of Wit Bought with a Mil- 
lion of Repentance”. Greene was writing a 
a record of his own life. 

Well, it need not so happen to you; your 
“million of repentance” may be avoided. 

If you apply to the New York Life In- 
surance Company for its new form of policy, 
pay your premium with the application, and 
are found to be an acceptable risk, you are 
insured from that moment. This is a new 
feature of New York Life policies, and it 
has already saved the insurance of at least 
one applicant who died before the policy was 
issued. He was accidentally killed, and under 
the Double Indemnity feature, which was al- 
so included in the policy applied for, his 
family was paid double the face of the policy. 
In that case, “twixt the cup and the lip”, 
something fell “in” and not “out”. 


Send for a New York Life Agent and find 
out all about it. 








New York Life Insurance Company, 346 Broadway,N.Y. 
DARWIN P. KINGSLEY, President 

















Indiana National Life Insurance Company 


INDIANAPOLIS, INDIANA 


Splendid territory open in Indiana, Michigan and Illinois, for District and 


General Agents, who are capable of handling men. 


Best Commissions and Renewals. 
you or your estate. 


Cc. D. RENICK, President 


Renewals onced earned will be paid 
If interested in building for yourself, write 


ERNEST E. WEBSTER, General Agency Manager 











Address 


SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President 


INSURANCE IN FORCE DEC. 31, 192 


Assets ‘ : 


Payments to Policyholders since Organization 


ROOKERY, CHICAGO 
$41,327,797 

. ; , 5,137,209 
, , 4,065,756 


Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direct with the Company. 
Openings for General Agents and Managers in Fifteen States 


., v. Goss, Vice-President and 
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BOOSTS FOR ST. LOUIS SCHOOL 


J. A. McVoy Is Principal Speaker at 
Meeting of St. Louis Association 
—Protest on Babson Letter 





ST. LOUIS, MO., March 28—J. A. 
McVoy, vice-president and _ general 
manager of the Central States Life of 
St. Louis, was the principal speaker at 
the monthly luncheon of the Life 
Underwriters Association of St. Louis. 
Urging those present to take full advan- 
tage of the life insurance school to he 
opened under the auspices of the asso- 
ciation by the faculty of the Life in- 
surance school of New York University, 
he stated that it had been found that 
an education increases the earning 
power of the average man upwards of 
$1,000 per annum, 

Touching on the need for insurance, 
especially life and life income insurance, 
Mr. McVoy declared that in these days 
of unrest throughout the world the 
ownership of property would prove the 
greatest national stabilizer, and that if 
insurance men could sell every man in 
America a monthly income life policy 


AMERICAN 
CENTRAL 


Insurance Co. 


HERBERT M. WOOLLEN 


PRESIDENT 








people could rest assured there would 
be no red flag waving at the city’s 
gates. 

Protest on Babson Letter 


The association unanimously approved 
a motion authorizing the executive com- 
mittee to protest to Superintendent Ben 
C, Hyde against the Babson letter of 
February 27 advising carriers of matured 
life insurance policies to cash in same 
and invest in 6 percent securities, and to 
consult with outside experts on life in- 
surance in placing life insurance and 
disposing of policies already taken out. 
A letter from the National association 
pointed out that Babson apparently 
didn’t know what he was writing about 
as there are no experts on life insurance 
outside the insurance business, 

Superintendent Hyde will be requested 
to issue a statement disapproving of the 
advice given and to protest to Babson 
for sending out the letter. 

Superintendent of Agencies Stephens 
of the Aetna in Topeka, Kan., a graduate 
of the Carnegie insurance school, told 
briefly of the benefits he had received 
from his insurance course, and advised 
all that can to attend the classes to be 
opened in St. Louis next June. 

Jay Allen Fiske, a manager of the 
Aetna Life in St. Louis, who is head of 
the committee in charge of the school, 
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said that already 105 of the 120 scholar- 
ships have been sold, and that the indi- 
cations are that all will be disposed of 
in a very short time. He stated that 120 
is the absolute limit of the class. 
Griffin M. Lovelace, director of the New 
York University school and the entire 
faculty of that institution will come to 
St. Louis to conduct the nine weeks’ 
course. The school will be located down- 
town so as to be convenient. It will last 
for nine weeks. The morning will be 
taken up with lectures, etc., while in the 
afternoon the scholars must solicit busi- 
ness and report their work to the 
teachers. A requisite to graduation is 
the writing of $100,000 during the course. 

The trustees of the St. Louis school 
are Warren G. Flynn, general agent 
Massachusetts Mutual; E. J. Burkley, 
manager Phoenix Mutual; Ira W. Fisher, 
Northwestern Mutual, and Jay Allen 
Fiske. The underwriters of the fund for 
the school represent the following com- 
panies: Aetna Life, Central States Life, 
Columbian National, Connecticut Mutual, 


Equitable Life of New York, Fidelity 
Mutual, Franklin Life, Guardian Life, 
John Hancock Mutual, Home Life, Massa- 
chusetts Mutual, Missouri State Life, 
Mutual Benefit, Mutual Life of New 
York, National Life of Vermont, New 
York Life, Northwestern Mutual, Penn 


Mutual, Phoenix Mutual, Provident Mu- 
tual, Prudential, Reliance Life, Standard 
Life, International Life and Metropolitan 
Life. 
*x* * * 
San Francisco, Cal.—The Northern 
California association has been asked by 








the Better Business Bureau of the San 
Francisco Advertising Club to partici- 
pate in a campaign with the slogan: 
“Before you invest—investigate.” It is 
proposed to raise $25,000 among the 
bankers’ associations, the stock and bond 
exchanges and the life underwriters and 
to employ a staff under the direction of 
a capable publicity and organization man 
to warn the people against fraudulent 
stock promotion schemes. This manager 
in addition to other methods, will write 
a personal letter to beneficiaries of life 
insurance policies. Fred S. Stripp, super- 
visor of the West Coast Life, is the com- 
mitteman appointed to represent the life 
insurance fraternity on the genera 
council, 
x * * 

Omaha, Neb.—Arrangements have beer 
completed for a banquet and evening 
meeting of the Omaha association at the 


Fontenelle Hotel, April 2, when the 
president of the National association, 
A. O. Eliason, will be present. Most of 


the meeting is expected to be taken up 
with an inspirational address by Mr. 
Eliason and one by Dr. Frank G. Smith, 


pastor of the First Central Congrega- 
tional Church. Members of the Lincoln 
association will be the guests of the 


Omaha organization and plans are being 
made for a large delegation from there 





* * * 


Cleveland, 0.—The Cleveland associa- 
tion is handling the Y. M.C. A. insurance 
course somewhat differently. Instead of 
having a single instructor a staff of gen- 
eral agents and leading special agents 
has been selected who will divide up the 
lectures, each taking two or three. 


Those selected are: E. J. Tyler, Na- 
tional Life of Vermont; Wm. L. Me- 
Pheeters, Union Central; G. A. Martin 
Travelers; A. Rushton Allen, Provident 
Mutual; C. R. Walker, Penn Mutual; E 
B. Hamlin, National Life; R. B. Hunter 
Equitable Life of N. Y.; W. I, Easly 


Bankers Life; R. L. Bowen, Northwestern 
Mutual; J. W. Pickard, Mutual Benefit 
H. M. Moore, Cleveland Life; J. E. Mur. 
ray, Penn Mutual; C. L. Beck, Union Cen 
tral, and J. H. Rutherford, Phoenix, 

The committee which arranged for the 
course with the local “Y” felt that the 
increased experience and agency training 
methods that would be brought into the 
classroom by a larger number of instruc- 
tors would more than compensate the 
pedagogical loss resulting from _ lost 
motion and petition. 

Charles W. Hippard of the North- 
western Mutual is directing the class- 
room work, marking the quiz papers and 
tying up in a practical way the lectures 
given by various insurance men. The 
first regular session was held last week. 
About 40 students are enrolled. 


* * * 


Dallas Tex.—Dr. J. J. Simmons was the 
principal speaker at the regular monthly 
meeting of the North Texas association. 
His subject was “What Life Insurance 
Means to the Professional Man and the 
Laymen.” Dr. Simmons dealt with the 
necessity of carrying sufficient life in- 
surance to guard against loved ones 
being left at the mercy of the public and 
also stressed the fact that the profes 
sional man should protect his business 
through what might be termed “business 
or professional” insurance. He declared 
life insurance has become such an asset 
that the business and professional ma 
can not be without it and that the lay- 
men are buying it more and more for 
their protection, 

The meeting was one of the best held 
by the association for some time. Max 
Spangler, secretary of the association 
presided. 

*x* * * 


Roanoke, Va.—Because of an accide® 
to his wife and daughter which called 
him home unexpectedly, Roy H. Heart 
man, vice-president of the National As- 
sociation of Life Underwriters and 
agency manager at Des Moines, for the 
Equitable Life of New York, was unable 
to fill a speaking engagement it 
Roanoke, Va., March 20. Mr. Heartma? 
was scheduled to made an address before 
the Roanoke association. His place ¥* 
filled by R. H. Angell, president of th 
Shenandoah Life. J. W. J. Goff, secre 
tary of the Roanoke association, acte’ 
as toastmaster. Prominent insuranc® 
men from out of town who were — 
were C. W. Estes, Greenville, S. C.; W: * 
Powell, Charlotte, N. C.; Paul H. ou 
Bristol, Tenn.; E. D. Wilson, Richmo™ 
S. B. Kenny, Bristol, Tenn, 

x * * Sa 

Minneapolis, Minn.—Prof. port 
Wright of the University of Minne 
was the principal speaker at the month® 
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meeting of the Minneapolis associate 
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New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 
Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 


Burlington, Iowa 








Capable Policy-Placers 


tunity for work with this Compoay Se 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 
Agencies 


Can always find a satisfactory oppor- . 








Participating Insurance 
At Non-Participating Rates 


ORDINARY LIFE 
(Minimum Policy $5,000 


Rates per Thousand 


Age = Premium Age = Premium 
cal $14.24 39......$2444 
2° * "1457 40...... 2540 
23..." * 1492 4l...... 26.40 
Nebel 15.28 @...... a 
5...... 15.66 43...... 2862 
26...... 16.06 M4...... 29.83 
ag a 45...... 31.12 
28...... 16.93 acs 
29...... 1743 oa 33.97 
30...... 1798 “a...... 
31...... 1854 49...... 37.21 
eee eine 
33...... 19.78 ee 40.88 
M...... 2046 52...... 42.90 
ee 21.17 53...... 45.07 
36...... 2191 S4...... 47.37 
37...... 271 55...... 49.82 
38...... 2356 

MANAGERS WANTED 

James A. Fu 

Phtip Bence reece” 

Continental Life Insurance Co. 


Wilmington, Delaware 


Declaring that insurance men are vitally 
interested in world affairs because of the 
financial questions involved, Professor 
Wright gave an interesting review of the 
conditions which have led up to the pres- 
ent crisis in Europe. 

President Royal A. Lathrop welcomed 
twelve new members into the associ- 
ation. A fitting response was made by 
R. E, Peters, the new Minneapolis super- 
visor of agencies for the New York Life. 

* * * 

Milwaukee, Wis.—Members of the Mil- 
waukee association have been advised 
that the monthly meeting which was to 
have been held March 22 has been post- 
poned for one week to March 30. Isaac 
Miller Hamilton, president of the Federal 
Life of Chicago, was to have addressed 
the March meeting. President E. L. Car- 
son received word Wednesday that Mr. 
Hamilton was unable to appear as sched- 
uled on account of illness and postponed 
the meeting. 

x * x 

Davenport, Ia.—The Davenport associ- 
ation has arranged to hold its sales con- 
gress April 24. A. Q. Eliason, president 
of the National Association of Life Un- 
derwriters, has promised to be present, 
but the other speakers have not been 
fully arranged for as yet. 
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CALLS HOCHSTADT GREATEST 


Metropolitan Producer Makes Average 
Increases of $3.06—Writes $306,000 
Ordinary in 1922 


Philipp Hochstadt, of the west end dis- 
trict of the Metropolitan in New Yorx 
City, is given credit by his company for 
being the leading Metropolitan producer 
of all time. In 1922, Mr, Hochstadt aver- 
aged 2% industrial applications every 
day during the year. He made an aver- 
age industrial increase every week of 
$3.02 and wrote $306,500 in ordinary life 
insurance. 

Mr. Hochstadt came to the Metropoli- 
tan nearly eight years ago. Previously, 
he had been a salesman in a wholesale 
dress house. Owing to the suicide of his 
employer the establishment with which 
he was connected was closed out and he 
began to look for other employment, On 
the third day he was introduced into the 
Metropolitan district office by a friend of 
his who was an agent. Within a week 
he was pounding a debit in upper Harlem 
which was 100 percent colored. 

It should be interesting to new agents 
to note that he didn’t make a whale ofa 
record in the first three years. His in- 
dustrial average was around 33 cents 
and his ordinary production ranged from 
$24,000 to $43,000 a year. On this par- 
ticular debit, however, there had never 
been an agent who could stick. This 
had resulted in the disorganization of 
the debit, of course. They hadn't learned 
what Hochstadt realized soon after the 
start—that negroes have unbound re- 
spect for the white man who treats them 
in business matters as business equals. 

Mr. Hochstadt gives a good deal of 
credit for his success to the setting of 
quotas. In 1919 his industrial average 
was 59 cents, his ordinary writing 
$83,000. In 1920, his industrial average 
was 85 cents. In 1921 he finished well 
over the $1 a week mark. He then set 
his quota by saying: “I am going to 
write two industrial applications every 
working day in 1922.” 


MacQuarrie Goes to Manchester 


The John Hancock has announced the 
appointment of D. J. MacQuarrie as su- 








American National Insurance Company 
OF GALVESTON, TEXAS 





W. L. MOODY, JR., Som Ane MOODY, 

President ice- President by BF - ” 
FINANCIAL STATEMENT, DECEMBER 3lst. 1922 
ASSETS LIABILITI 

Real Estate Owned............ $ 917,417.61 Net Reserve (American a 
Collanaet | moony Rabie acre Saat rm . 3 and 6 per one. $11,202,851. 
Loans Made to Policyholders — and Contingent 73,682. 
(on this Company's Policies) 1,458,24593 p Serves rssngnageepeceares oneaee 
ane "yg sa aaaanennarn yf Process of Adjustment....... 134,739.47 
Certificat a itd + eecceseses ’ 7848.15 Reserve for Taxes, etc........ 89,770.93 
ae SRCRECS GCS LEPOSIE eee eee —_ Miscellaneous Liabilities ...... 139,656.13 
erest Due and Accrued..... 316,604.78 Capital Stock....$1,000,000,00 . 
Deferred and Uncollected Pre- pm a 2 1,555,824.05 
BENE. sensriaensiesiuseineians 284,967.99 ae 4 : 
Unearned Premiums on Fire In- oan Security to Policy- 
—- a. 713.62 BOD sescenseecsecensseensece 2,555,824.05 
WES. seenvetaenaseincioian $14,296,623.93 TD . eoniananetacentiwenes $14,296,623.93 
Gains Made During Year Ending December 3ist, 1922 
Increase in Insurance in Force 758,023.00 
Increase in Admitted Assets................0.. =e 
I i i a 741,928.24 


LIFE INSURANCE IN FORCE, $181,457,796.00 
Paid Pelicyholders or Their Beneficiaries Since Organization, $12,549,109.96 


Ordinary Life, Industrial Life and Accident Insurance 
to Meet the Requirements of Every Insurable Person. 


Operates in Twenty States and the Republic of Cuba 


























Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 





Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42% 

Interest earned upon mean invested assets 6.15% 
Assets of $109 to each $100 of liabilities. 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Missouri 
Kansas, Southern Ohio and Virginia 














To the Man Who Is Willing—and WILL 


are prepared to offer unusual opportunities for 
poche w NOW and creating a competence for 
FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE - President 


Beaumont, Texas 

















“SAFE AS A GOVERNMENT BOND" 


©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT ~° MONTHLY INCOME INSURANCE 


Sia teeae LATEST POLICIES AND AGENCY CONTRACT I'US7THE 
Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 

















FIDELITY LEAD SERVICE 

brings the agent into contact with inter- 

buyers of life insurance. Last year 

we distributed 47,604 direct leads—ali in- 

terested prospects who had requested 

Fidei, = 1081 this service, - 

origi policy contracts, bro 

= within 74% of the unparalleled a 
usiness result of 1920. 

¥ Fidelity operates in 40 states. Full level 

et premium reserve basis. Insurance in 


¢w agency openings for the right 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
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EDMUND P. MELSON, President 


Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 
to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 
J. DE WITT MILLS, Secretary 
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Good Pay to Good Men 


Managers Wanted in Missouri 


@ We will consider entering Arkansas and Nebraska 
if we can secure services of capable men. 


@ We have a very attractive line of policies at excep- 


tionally low rates. 


The Bank Savings Life 


Topeka, Kansas 








THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


‘“‘The Company With the Big Surplus’’ 





For Information Address the 
Home Office at Cincinnati 














New England Mutual Life Insurance Co. 


87 Milk St., Boston 


December 31st, 1922 
Assets . .... . . . $127,966,787.69 
Liabilities. . . . . .  121,028,068.67 
Surplus. .. . ae on 6,938,719.02 





The Dividend of $4,400,000, set aside to be paid in) 1923, 
is carried as a liability and is not included 
in the Company’s Surplus 

















Our Agents Have 


A Wider Field— 








An Increased Opportunity 
Because we have 


Age Limits from 2 to 60. 


Policies for substantial amounts (up to $3,000) for Children on yy of 
am- 


Life and Endowment plans, thus ) 
Ordinary, i.e. Annual, Semi-annual or quarterly 


ily’s insurance on the 
premium 


enabling parents to buy all of the 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 
“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 





perintendent at the new office to be 
opened at Manchester, N. H. Mr. Mac- 
Quarrie has been superintendent at 
Pittsfield where he has demonstrated his 
capacity as organizer and developer of 
business. Ernest Redfearn who has been 
assistant superintendent at Fall River, 
Mass., will succeed Mr. MacQuarrie at 
Pittsfield. These changes will be effec- 
tive April 9. 





Public Savings Changes 


The Public Savings Life, which has 
just opened a new district office at 
Louisville, Ky., is observing foundation 
week there in honor of Second Vice- 
President W. Scott Deming. H.C. Searcy 
is manager of the Louisville district. 
Charles A, Hosea, Charles F. Sullivan and 
Charles T. Stockdale will be superintend- 
ents there. Mr. Hosea was transferred 
from the New Albany district. Mr. Sulli- 
van and Mr. Stockdale were appointed 
from Louisville. The Louisville district 
will be in Division B under Division 
Manager Jenkins. 

The Public Savings has made a num- 
ber of other promotions the last week. 
A. R. C. Montgomery of Huntington has 
been made _ superintendent at Fort 
Wayne. J. R. Hasson of Evansville be- 
comes superintendent in that city. Agent 
W. R. Phillips, Indianapolis north, be- 
comes special home office representative 
under supervision of second vice-presi- 
dent. Albert M. Warren was appointed 
superintendent at Kokomo, Ind. 





Honor Columbus Superintendent 

Prominent officials of the Equitable 
Life of Washington, D. C., attended a 
dinner given in honor of William H. 
Winchole, Columbus, O., district super- 
intendent. He opened the office there 11 
months ago and now has 50 representa- 
tives. 
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Detroit Life—The stockholders of the 
Detroit Life at a special meeting voted 
to increase the capital stock from 
$150,000 to $1,000,000. This will permit 
the company to do business in all states. 
Its business is expanding rapidly. The 
Detroit Life expects to occupy its new 
ten-story office building, Clark and 
Columbia avenues in Detroit within the 
next 60 days. 

*x* * * 

Mid-Continent Life, Oklahoma City.— 
Its annual statement shows assets $1,- 
255,630; capital stock, $100,584; surplus, 
$128,139. The company is operating in 
Oklahoma Arkansas and Texas. It is 
running along in fine shape. 


Guardian Claims Analyzed 


An analysis of death claims paid last 
year by the Guardian Life of New 
York, shows that 37 percent of the 
total amount paid in death claims last 
year consisted of policies in force five 
years or less. The number of lives on 
which the insurance had been in force 
not more than five years was more than 
30 percent of the total number of lives 
on which claims were paid. Thirty- 
five claims were paid for accidental 
deaths. Pneumonia and influenza com- 
bined caused 71 deaths, more than any 
other single disease. Organic heart 
disease registered 58 deaths, cancer and 
malignant tumors, 40; tuberculosis, 38; 
nephritis, 35; apoplexy, 30. 


Causes of Total Disability 
_ The Phoenix Mutual reports that dur- 
ing the comparatively short period in 
which the company has been writing 
total disability insurance, 47 applicants 
who were successful in passing an ex- 
amination have since become disabled 
through tuberculosis and 13 through in- 
sanity. The company has tabulated the 
different causes of disability up to Feb. 
26. In addition to tuberculosis and 
insanity, neuritis caused 3 cases of total 
disability, cancer 3, accident 2, arthri- 
tis 2, encephalitis 2, myelitis 2 and 
empyema 2. Other cattses were paraly- 
sis, fractured vertebrae, abscess, poison- 
ing, ulcer of stomach and goitre. 





Joseph C. Staples, Philadelphia man- 
eager of the Pacific Mutual Life and presi- 
dent of the Philadelphia Association of 
Life Underwriters, received an elegant 
watch fob the other day from his company 
os ue of the winners in a production con- 

est. 
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We will insure the whole family! 


Any plan, any age, either sex! 


This is a service eur men 
appreciate these days. 


If it appeals to you, write 
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MODERN 





BUSINESS 


GETTING METHODS 





Working Plans Suggested to Life Men 
Which If Adopted Will Result in Great 


Increase in Life Insurance Production 


BY ABNER 


AM coming to you today not with 
] theory and I want to emphasize 

this now. What I shall say to you 
is in no sense theory. I am bringing 
to you from the biggest men in this 
business the practical methods which 
they have put to work and which are 
responsible for their present success. If 
you will permit me to make a request 
of you, it is this: disregard me in this 
altogether as an individual, that you 
think of me simply as a channel—as a 
mouthpiece, if you please—through 
which these ideas are coming to you 
from the greatest underwriters in this 
business. 

In the first place, as a background, 
I want to discuss briefly sales condi- 
tions as they exist in this year of busi- 
ness revival, 1923, and following out a 
practice which I shall make uniform, 
I am going to appeal to an indisputable 
authority. I have a bulletin of the 
Personnel Research Bureau of Carnegie 
Institute. There is no need to remind 
you of the authenticity, or authority of 
this document. I am going to read a 
paragraph or two from this bulletin: 


New Conditions Found 
in the Selling Field 


“During the last few years certain 
things have happened _ consistently 
enough in sales organizations to prove 
rather conclusively that experience and 
incentive are not sufficient to insure sat- 
isfactory quota standings. An uncom- 
fortably large number of sales man- 
agers are discovering that the old 
reliables, even the stars on their field 
forces, are dropping to the bottom of 
the quota sheet; promising youngsters 
are failing altogether, while some bor- 
derline salesmen may be climbing rap- 
idly. Investigation has shown that one 
or more of the following conditions is 
responsible for the situation. 


Experienced Salesmen Are 
Said to Be in a Rut 


“1. The experienced salesmen are in 
arut. They are using the same general 
methods which they have been using for 
years and have not been able to adapt 
themselves to changed conditions. 

“2. The inexperienced salesmen have 
not been able to maintain their courage 
in the face of keen competition and hos- 
tile buyers. 

“3. Some few salesmen or a group 
under a single unusual manager have 


THORP, JR. 


maintained sales at a high level in the 
face of increased sales resistance. 
“These facts call for further investiga- 
tion. Why have the old timers fallen 
down? Why have some maintained 
profitable sales? Why have others made 
unusually good sales records? The 
answers can be found, of course.” 
Very fortunately for all of us those 
answers have been found. They are 
contained in a recent issue coming from 








National Underwriter, spoke before 


His practical suggestions were very 
him. 


of industry—and discouragement. I am 
sure that you will recognize at once 
that these two things are indissolubly 
bound up together because if a man will 
not work, discouragement follows as a 
matter of course. The greater the dis- 
couragement the less the desire to work; 
the less desire to work, the greater dis- 
couragement. It is an endless vicious 
circle of the dog chasing its tail. It 
ends up in 75% of the failures in general 
selling lines. 

If I had nothing more to present to 
you than simply the admonition to work 
I would hardly have the courage to 
appear before you. You have had that 
thing drummed into your ears until I 
have no doubt you are utterly sick of it 
and I cannot blame you. But I am 





Abner Thorp, Jr., editor of the Diamond Life Bulletin Service of The 


Thorp is one of the keenest students in life insurance, a man who has had 
actual expxerience and one who yey its tremendous possibilities. 


going to try, with your patience, to sing 


the sales congresses in Ohio. Mr. 


eartily received by those who heard 

















the Dartnell Corporation of Chicago. 
Now as say, am going to quote 
these authorities so you will not have 
to take my individual word for this 
business. The Dartnell Corporation of 
Chicago is as many of you know, a very 
highly regarded institution, sending out 
all sorts of research information to big 
executives of the country. A _ short 
time ago the Dartnell Corporation de- 
cided to find out why salesmen failed. 
They sent this investigator out person- 
ally and they sent out thousands of 
questionnaires to salesmanagers all 
over this country. They asked those 
salesmanagers to report, not from guess 
work, but from their own records, why 
salesmen failed. What were the rea- 
sons, and what was the percentage 
which could be assigned to each reason 
for failure? 


Failures of Salesmen 
Are Logically Classified 


Here is that report. It has been com- 
piled and classified. Here is the result: 

37% of all salesmen in all lines who 
fail, do so for lack of industry; 

37% through discouragement; 

12% through failure to follow instruc- 
tions; 

8% through lack of knowledge re- 
garding their line; 

4% through dishonesty; 

2% through poor health. 

It is about the first two that I want 








to talk to you. Failure to work—lack 


you an old song with a slightly new 
tune. I am going to try to give you a 
little different slant on this proposition 
if I may. The first thing that I want 
to call to your attention is this: within 
recent times a new law has been dis- 
covered; a law which is of vital impor- 
tance to every man and woman in this 
business. That law is as immutable as 
the law of gravitation, It is in no sense 
theory. Instead of telling you at once 
what it is I am going to illustrate by an 
analogy. 


Need for Greater Speed 
Seen in an Airplane 


Let us suppose that we are on an 
aviation field. Let us suppose that we 
have taken out of the hangar an airplane 
that is constructed perfectly from the 
engineering standpoint. Let’s assume 
that it has a powerful motor, and an 
expert nilot, the weather conditions are 
ideal and the airplane set for flight. The 
pilot climbs into the seat, the motor 
begins to hum. The machine begins 
to taxi over the ground—five, 10, 15, 20, 
25, 35, miles an hour that machine 
moves, and if we had a causeway 25,000 
miles around the earth, that machine, if 
it never attained a greater speed than 35 
miles an hour, would never leave the 
ground. It would never perform its 
normal function as an airplane. Only 
when the speed of 45 miles an hour has 
been attained will that machine rise 
from the ground and fly. Only if that 
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speed is maintained in the air will it 
continue to fly. Let’s apply that to the 
life insurance business. 

Here is a man who is making on the 
average of 40 calls a week. With his 
present ability and efficiency he is able 
to write on the average of $4,000 as 
a result of those 40 calls. For some 
reason or other, he increases his calls 
to 60 a week. What happens? Mathe- 
matics tells us he ought to write $6,000 
a week. Mathematics lies. He will not 
write $6,000, that fellow will write from 
$7,500 to $10,000 a week, and that is 
not theory. That result is from the 
examination of hundreds and hundreds 


of cases of men who have tried this 


thing out. Why? 


Takes Much Coal to 
Get Heat to Proper Pitch 






Why does it take two or three times! 


as much coal to heat a boiler to a given 
temperature as it does to maintain that 
boiler at that temperature when it is 
once reached? 

_Have you ever noticed one of these 
big trucks starting and stopping on the 
streets? Suppose it is a cold morning. 
The chauffeur wants to start. He starts 
the motor gradually. He eases in his 
clutch and the carburetor backfires, and 
the machine jerks. Maybe it starts and 
maybe it doesn't. It is a job getting 
that truck started, but when it once does 
you can shut off the power but it will 
go through a brick wall before it stops. 

Apply it to the life insurance business. 
The man or woman who is making less 
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THINGS THAT REDUCE EFFICIENCY AND KILL PERCENTAGES. 


Go over this List Carefully every Week. 
It will show you the real dangers to be Avoided. 


Remarks 





Late starting from home....... 


Late getting into field in morning or after lunch.................. 
Time wasted in office in conversation, etc.. 
Records and prospect cards kept in slovenly manner, causing delays 
Time wasted in “‘visiting’’ with friends or prospects.........\............ 
‘Time wasted in places of amusement during business hours............ 
Needlessly long interviews................000..00+ 
Bad routing of calls with long jumps between..................00....0e00e00+ 
Too much time spent at lunch................. 
Failure to plan calls and interviews on night before....................... 
Needless surrender to “‘blues’”’ on account of annoying incidents..... 
Poor physical condition preventing sustained effort...............0...... 
(See him now).............. 
Failure to prepare especially for each interview................6.6...05.0006 
Failure to ask prospect to buy................. 
Failure to get settlement with application... 


Procrastination. 
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than 10 calls a day—this is not theory 
any longer—is constantly pulling his 
fires, he is taxi-ing all the time, he 
never gets up a sufficient momentum to 
carry him along at his maximum effi- 
ciency. You know that from your own 
experience, 


Law of Increasing Returns 
Applied to Soliciting 


I do not have to illustrate any further, 


that law is called the law of increasing’ 


returns, and the reason for those results 
you know without having me tell you. 

Suppose you are making six or seven 
calls a day, what happens? You go to 
see John Jones, you have some time in 
between. You go to see Bill Smith, you 
have some time in between. It is start- 
ing and stopping of the truck. Suppose 
you go directly from Bill Smith to John 
Jones, and on to the next man and the 
next right through the day, what hap- 
pens? The energy, the courage, the 
self-confidence, the enthusiasm, the men- 
tal alertness that you have developed in 
this interview is carried over into the 
next and the next all through the day, 
and with the result that every single 
interview is of greater efficiency and 
power. You will write a larger number 
of applications and larger applications, 
and hence these $7,500 or $10,000. Hence 
the negativing of that supposedly cor- 
rect mathematical proportion. 


Says That Life Salesmen 
Taxi Entirely Too Much 


Now then, I have made a bald state- 
ment, in what I am going to say today, 
don’t think [ am writing an indictment. 
I am simply trying to hold the mirror 
up to you so that you may see your- 
selves and the conditions that exist. 

I have said that life insurance men 
taxi. Do I have to prove it? All right! 

I have in my hand a record of an 
agency consisting of about 25 men— 
an agency of one of the best companies 
in the country, in a western city of 
about 300,000, where the economic and 
manufacturing conditions are favorable 
to large sales of life insurance. Here 
is the record of 19 men reporting for 
January, 1921. Listen! What do you 
suppose was the average number of calls 
made by those men in the month of 
January, 1921? FOUR PLUS! 

What do you suppose was the average 
number of interviews per day? Less 
than three. 

What do you suppose (here is the 
worst) was the average number of hours 
work in that agency? (Not in front 
of the prospect in talking life insurance, 
but in going and coming and in the 
work out of the office?) Three plus! 
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Three plus hours per day work, and 
this agency organization is recognized 
as one of the best in the company. That 
is representative. ‘ 

I have the report for 1921, from seven 
of those agents and you can bet they 
= exaggerate the work that they 

id. 
Four plus is the average number of 
calls per day; three minus for interviews 
and three plus working hours, for 315 
working days of that year. 

Do you suppose for a single second 
that the National Cash Register Com- 
pany or the Burrows Adding Machine 
Company or any other great specialty 
house would permit that sort of a situ- 
ation for one month? You know they 
wouldn’t. As I say, this is not an in- 
dictment, I am trying to stir your imag- 
ination to a sense of these conditions 
zs they exist. 


Tells Why Life Men 
Taxi Entirely Too Much 


Now I am not simply satisfied with 
the statement that life insurance men 
do taxi. I want to find out why, and 
I think I have the reasons. Here they 


re; 

In the first place, life insurance men 
and women will not plan their work. 
In the second place, they keep no rec- 
ords to show how little work they do. 
In the third place they have to boss 
themselves. Nobody but a genius or a 
man with a vision can boss himself. 

We are going to get at the bottom of 
this thing. Why do life insurance men 
refuse to plan their work? I can tell 
you. There are two reasons. In the 
first place they have never been sold 
upon the value of planning, and in the 
second place they don’t know what 
modern planning means. 


Gets Story from Life 
of Harrington Emerson 


I am going to tell you a little story 
from the life of Harrington Emerson. 
It is a true story from the life oftone of 
the pioneers in efficiency work in this 
country. He was visiting a preparatory 
school around commencement time. As 
he was walking over the campus he met 
a young fellow from his own town. 
He said to him: “Jack, how are you 
getting along this year?” and Jack said: 
“Pretty well. I fell down in my studies 
a little the first part of the semester, 
but I picked up. The trouble is I 
couldn’t get into any of these games. 
It cuts me out of training.” And 
Emerson said, “Well Jack, what would 
you have gone in for if you had been 
in training?” “I'll tell you,” Jack said, 
“I would have liked to go into that 





swimming under water for distance con- 
test.” 

Emerson thought a moment, then he 
said, “Well, Jack, I think I know what 
that is. How long can you hold your 
breath?” “I don’t know, Mr. Emerson, 
I never tried to find out.” “Well, let’s 
see,” said Emerson. “Start now.” So 
Jack started in and held his breath for 
56 seconds. 


Saw Something Wrong 
in the Boy’s Condition 


Emerson looked at him and said: “Jack, 
there is something wrong. You are 
a normal boy, you have excellent health; 
you are an athlete, and you tell me 
you can hold your breath fo ‘6 sec- 
onds. Nonsense, the troubie with you 
is that you don’t know how to do it. 
Now here is what you do, if you are 
going to hold your breath you need 
oxygen, so saturate your blood before 
you start, taking 15 to 20 breaths—deep 
ones—before you start, and then take 
your breath. Jack, listen, take my word 
for it, 1 know from experience that 
every normal boy can hold his breath 
for two minutes without difhcuity. This 
time you are not going to hold your 
breath as long as you think you can, 
you are going to hold your breath for 
two minutes, until I tell you the two 
minutes is up.” He went ahead as 
Emerson told him. The stop watch was 
started and he went along alright for 
a minute, a minute and a quarter. At 
a minute and a half he began to show 
signs of distress, but he went on, Then 
Emerson looked at him, smiled, and 
said: “Say, Jack, I thought you said 
you could only do it for 56 seconds. 
I have shown you you can do it for 
two minutes.” 

Gives Some Advice 
bout Swimming Strokes 
“There is one thing else. How many 


strokes do you take under water?” 
Jack said, “I don’t know, I never tried 


tc find out.” Emerson said: “We will 
have to try that out. You go through 
the motions in the air.’ The boy did 


it and he counted 16 for a minute. Then 
Emerson said: “Here, Jack, what you 
have to do is to start in when they 
are making ready, go through these 
breathing exercises, and when that gun 
goes off you swim 24 strokes. Jack, 
don’t you think about another thing in 
God’s world, but those 24 strokes. he 
can hold your breath for two minutes, 
you can swim 24 strokes at 16 a minute, 
so all you have to do is hold your 
breath for a minute and a half, and if 
you do that you will win that race.” 
The boy was sold on that idea, and 
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two hours afterward he won the race 
against the men who had been in train- 
ing for three or four months. 


Illustration Is Used to 
Show Modern Planning 


In that illustration is every single one 
of the elements of modern planning. 
What were they? 

In the first place Emerson wanted to 
get definite facts. In the second place 
he made definite plans based upon those 
facts. And in the third place a sched- 
ule was adopted which was rigorously 
lived up to. 

Now then, let us bring two men up 
here to this platform. Let us take on 
the one side a fellow—an old hard-shell, 
who has gotten his experience in this 
business from contact with the field, and 
who says that all of this stuff is “bunk.” 
Sit him down. Bring up another fellow 
whose mind is open; who has adopted 
and tried out some of these methods, 
and sit him down alongside of the other 
one. Let’s put them through the third 
degree. Let’s say to the old hard-shell: 
“My friend, how much work can you 
do?” “I don’t know, I work as hard as 
I can.” 

You know that is the answer he will 
give you. 


Planning One’s Work in 
a Systematic Manner 


Say to the young fellow: “How much 
work can you do?” and he will say like 
Emerson said to Jack: “Three to four 
interviews a day, every single working 
day of every month of every year,” 
and so can every normal, healthy indi- 
vidual in this business. 

You ask the question of the old hard- 
shell: “What plans have you made to 
work as hard as you can?” He says: 
“I see the fellows who ought to be 
seen and I see them as fast and as 
rapidly and as many as possible.” 

Ask this other fellow. He says: “I 
lay out my work every day in advance 
and I route my calls so as to save my 
time.” 

Go back to the old hard-shell. Put 
the third question to him and say: 
“How do you make yourself work as 
hard as you think you can?” He stops 
for a minute and says: “Well, just 
dogged perseverance.” 

What is dogged perseverance worth 
for a year? It will work for a week; 
it may work for a two weeks or a 
month, but it is a willow reed, and every 
single one of you know it. You have 
tried it and you have fallen down with 
dogged perseverance alone. 


Forcing One’s Self to 
Efficiency in Soliciting 


Ask the young fellow what he does 
to force himself up to a given efficiency 
of work, and continuous work, and 
what does he tell you? He says: “In 
the first place I keep records and I set 
quotas. In the second place I have 
gained a knowledge of the fundamental 
principles of salesmanship. In the third 
place, and most important of all, if you 
please, I have attained a vision of this 
business.” 

Now we don’t need to discuss the 
three-to-four-interviews-a-day propos! 
tion. You will grant that that can be 
done. 


Use of Systematic Method 
in Increasing Production 


Let’s go for a moment to the con 
sideration of records and quotas. There 
are cards that I suggest. We will 8° 
over them as briefly as possible. There 
are white cards and salmon-colored 
cards. Let’s take the white card first. 

This is more or less prosaic, there 
is nothing inspirational about this, ut 
I will absolutely guarantee that if you 
will put this thing to work—or some 
modification of it—your business wil 
increased from 50 to 100 per cent. *t 
is not theory—that is the report of me? 
who are doing it by the thousands ™ 
this country every single day. felt 

You will notice in the extreme © 
hand column are names running up 7 
No. -16. Neglect the columns to 
right for a moment. At the —_ 
you will see “Weekly Quota and a 
ord.” Let us suppose that you hav 
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adopted a quota of $25,000 a year as 
a minimum quota to yourself. I say 
$25,000 so as to bring it within the 
possibility of each one. Let’s suppose 
that you have done $5,000 a week, that 
megtis for 50 working weeks. Put that 
down there on that card. 
Up the Cards 

for a Daily Program 
This is a daily card to be made out. 
Let’s suppose tonight that you are go- 
ing to make these cards out for tomor- 
row. Take out your prospect cards— 
real prospects—and write them down 
in the order in which you are going 
to see them, routing them to save your 
time. Put according to which of those 
classifications that man is in—write his 
occupation down. Put your quota at 
the bottom. 
Suppose you have done that and you 
go through the week. You have writ- 
ten $3,000 only, and you haye $2,000 
more to get. You haven’t any idea of 
the driving power of that $2,000 you 
have to get to make up that weekly 
quota. Frank W. Pennell, New York 
City, started out with very poor qualifi« 
cations as a salesman. He has made a 
success. He will write a million dollars 
this year. He told me that system is 
absolutely responsible for his success. 
The quota system will work every day. 


Elements Presented That 
Enter Into Good Equipment 


Now, turn the card over. There you 
have listed a few items which are the 
elements which must go into successful, 
productive equipment of every single 
agent. You may think this is elabor- 
ate, but you cannot over-simplify and 
get the stuff you want to get. (Reads 
contents of back of card). 

Every day those records should be 
made. This card is punched for a little 
ting book which you can buy at your 
stationer’s store. Every one of these 
made out every evening, for the next 
canvassing day. 


Use a Card to Give 
Summary of One’s Work 


Now turn to the pink card. This is 
asummary. The week-day, daily card 
can be discarded, but on Saturday you 
should make a summary. Those you 
see in the left-hand column are the 
same items which appeared on the back 
of the card. The records are trans- 
ferred from the white card, totals for 
the week are then put down, and in the 
next column you have “Standards to Be 
Reached.” 

As Harry Wright so beautifully said, 
unless you have goal-standards, it is 
impossible to work up to your maximum 
efficiency. 


Occupations of Those 
That Are Canvassed 


Then you have ‘ ‘Occupations of those 
approached.” You can’t take in every- 
body, but these are pretty comprehen- 
sive. (Reads occupations on pink card). 

It will pay you to keep records of 
that. Suppose for instance that you 
have gone over a period of two or three 
months and find that clerks make up a 
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large proportion of the men you have 
canvassed. They are all right; they need 
life insurance, but they haven’t money 
enough to give you your quota if you 
stick to them exclusively. You have to 
sprinkle in some bigger men. 


Can Get Valuable Points 
from the Card Records 


Now go back to the white card and 
consider the right-hand column. Sup- 
pose you have seen John Jones, the 
first man, and you come out and you 
say to yourself: “Did I get a successful 
approach?” If you did, check the proper 


place after the man’s name. “Did I 
interest him?” Yes, check that. “Did 
he really want a policy?” No. Let 


it rest. You come to the next fellow; 
you wrote him, put a check until you 
come to settlement—“No, I forgot that, 
leave it until the doctor’s examination.” 
Put that down. When you come to 
Saturday, put down the number of 
people you saw, carry that over a period 
of three or four months and you will 
find you have a lot of fellows you have 
approached but you have comparatively 
few that you tried to close. What is 
wrong? There is something wrong 
either with your courage or with your 
knowledge of closing principles. That 
has got to be taken care of or you are 
not writing what you could under dif- 
ferent circumstances. So much for 
those cards. 


Tells Walter Dill Scott 
Story About a Puzzle 


First, records and quotas; then comes 
a knowledge of right principles of sell- 
ing. Let me tell you a little story to 
illustrate this, out of the life of Walter 
Dill Scott. It is contained in a book 
called “Increasing Human Efficiency,” 
which it will pay you to get. Scott is 
the famous psychologist, who was re- 
sponsible for the army mental tests from 
which they selected our officers in the 
recent war. 

Walter Dill Scott and the rest of the 
summer guests became interested in a 
little Chinese block puzzle. This was 
like a puzzle you buy in the toy stores, 
where you put blocks together and make 
a certain design or picture, only it was 
much more elaborate. One youngster 
became very much interested and they 
challenged him. He determined to sit 
down at a table and solve that thing 
if it took him all day. It did take him 
nearly all day. He sat there for eight 
hours, working with those blocks before 
he got that puzzle solved, working hap- 
hazard. Another fellow who had been 
watching him said. “Let me try.” He 
sat down, and by following some moves 
he had remembered seeing the first man 
make, he succeeded in solving the puzzle 
in four hours—half the time it took 
the first man. 


Mechanical Principles 
Used in the Solution 


There was present as a guest, a me- 
chanical engineer, who had purnosely 
kept away from the scene while the 
nuzzle was being solved. He said that 
he wanted to try it, and began at once 
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by applying certain well-known mechan- 
ical principles. As soon as he found 
one that wouldn’t work he discarded 
it, and when he found one that would 
work, he followed it right straight 
through. Do you know what happened? 
That fellow, by the pursuit of principles, 
solved that same puzzle in one-half hour. 
It took the first man eight hours, 
working haphazard. It took the engi- 
neer one-half hour, applying principles. 
Then he said to Scott: “I want to try 
something. Sit here, I am going to 
tell you these principles that I put into 
effect, then I am going to coach you 
when it comes to the crucial points or 
moves.” Scott sat down and by carry- 
ing out that method he did it in 15 
minutes. The funny part of it was that 
he found that the same principles ap- 
plied to other Chinese puzzles and he 
could work them just as well. 


Same Rules Can Be 
Used in Life Insurance 


The same thing can be applied to the 
life insurance business. Here is our old 
hard-shell. He is still sitting here. He 
says: “You have got to learn life in- 
surance as you learn to swim; throw a 
man in, give him a red bucket and let 
him ride.” Then there is the other 
fellow who says: “This fellow writes 
a whale of a business, I am going to 
watch him.” So he watches him and 
begins to copy his methods. Then he 
goes to his prospects like the other fel- 
low does, and the first thing vou know 
he is on the sidewalk. It didn’t work. 
The reason is, he is not working on the 
basis of principles. He is copying little 
extraneous idiosyncracies of personality. 
Those things do not determine the suc- 
cess of the first man. If he had worked 
on the basis of the principles it would 
have been a different proposition. 


How to Apply Principles 
in a Successful Way 


Then you find the fellow who learns 
the principles and then he watches the 
big man and gets coached by him so 
that he can put those methods which 
the big man has develoned, fit them 
into the principles he knows, and make 
them apply. That is the modern edu- 
cational method which is being worked 
out in your schools and in successful 
agencies. 

I said a while ago that nobody but a 
genius or a man with a vision could 
drive himself to consistently work. Do 
I have to emphasize it? Don’t you 
know that there isn’t a man or a woman 
in any business or profession in the 
world who, day after day, will go down 
into the grime and the sweat and the 
dirt and the toil of a daily job unless 
he has a vision of a goal to be reached? 
Here is the biggest thing in this busi- 
ness. 


Necessary to Get the 
Real Vision of Insurance 


Have you ever sat down semousl¥ ane 
conscientiously with yourself to ask 
whether or not you have a vision of 
this business? Have you taken these 
figures of 40 cities or better more last 
year, in which there were made claim 
payments of $100,000 or over? Have 
you thought of what it means to haw 
almost $200,000,000 of life insurance 
premiums paid in this country this year? 
Have vou thought of what it means to 
have $1,200,000,000 of life insurance 
payments made in this country? Have 
you ever tried to translate those things 
into terms of human life? Into the terms 
of individual human beings who are act- 
ing and suffering and accomplishing in 
this modern welter of ours, called “Eco- 
nomic Civilization?” Have you done it? 

In everv heart there is a definite re- 
sponsibility. It is not general, but you 
have a definite responsibility to certain 
individuals. Think a moment! Don’t 
you know of certain men and wome® 
who, on account of a certain sympathy 
of personality, a certain business asso- 
ciation, a certain confidence they have 
in you, a certain respect that they ex- 
tend to you,—that you are the only one 
in God’s world who has access to their 
wills? 

Have you sat down with yourself to 








think of what may happen if you neglect 
that responsibility? 

I will show you what happened in 
two cases. Did you ever see this clip- 
ping: “Hammerstein’s Widow Seeking 
Work.” Then “Employment of any sort 
is asked,” in an advertisement in Rew 
York.” Somewhere, either in this world 
or another, there is man or woman (and 
I say this reverently), who is going to 
have to answer, before his God or before 
the bar of his conscience, for that trag- 
edy. He had Oscar Hammerstein’s ear 
when he was in wealth, but he didn’t 
persevere; he consider.d his own feel- 
ings; his own pride, and he left that 
widow in that condition. Have you 
ever thought of that? Is it a real 
thing to you, or am I talking hot air 
here? 


What Happened to the 
Widow of Jack Mitchell 


What do you think of this: Jack 
Mitchell’s widow—the most pathetic and 
tragic case I have ever come in contact 
with. Do you remember Jack Mitchell, 
who some years ago was a journalist of 
international fame? He was a fellow 
who was admitted to the courts of 
Europe; whose children played with the 
children of royalty; whose wife had 
every luxury that his wealth could af- 
ford. He died and left his widow a 
little home in Virginia and $15,000 worth 
of property, including life insurance, and 
what happened? Within a few months 
a friend of her husband had cheatéd 
her out of $4,000 of what was left. She 
had her children to raise. She bought 
a little grocery store down in Virginia. 
At the end of a year the money in that 
had gone. It was a failure. Driven to 
desperation, she finally consented to 
marry a laborer who had worked on her 
former husband’s estate. He took her 
up to a little farm in Vermont. There 
is a figure of that woman, prematurely 
aged, her face lined with suffering that 
no words can picture. Somewhere is a 
man or woman who knew Jack Mitchell 
who had access to his mind and his 
will, and who fell down. God help him 
when his conscience wakes up either 
here or hereafter. 

Now if there is a definite and serious 
nersonal responsibilitv, there is a heri- 
tage, a reward in this business that is 
second to none except possibly the min- 
istry. 

Portrays the Vision 
of Conscientious Worker 


Suppose that you adcpt __ these 
methods. You have kept the open mind; 
you have gotten the vision; you are plan 
ning; you are going about your work 
consistently and efficiently; you have 
on writing your 50, your 75, possibly 
your hundred 100 applications a year for 
five, 10, 15, 20, perhans 35 or 40 years. 
You have come out there to those sul 
set days of life at 60 or 65, that you live 
to talk to your prospects about, whet 
life’s work is over, and you are sittimg 
on a quiet summer evening casting UP 
accounts, and as your dream grows, 
I think you will see—if you have done 
your work well—over hundreds of 
thousands of homes. You will see little 
beacon lights coming out of the gloom 
—little beacon lights of protection that 
have been lighted by you, by your inte 
ligence, by your enthusiasm, by you 
perseverance; lights that are brightening 
the footsteps of hundreds and thousan 
of widows and little children whos 
footsteps, that except for you, mgm. 
have remained darkened. And I think 
as they come by you there in the gloom 
going on down that long road tot 
future, you will see in every eye 4 bene 
diction. ; ) 

Can vou conceive of anything — 
Can you think of any vision that wo 
drive you on more consistently than t 
thought of that sort of service? . is 

And suppose that the last curtaif, 
being rung down. The lights of 
are going out. If you have done bo 
things, and you have gotten the visi®, 
T think in the quiet of your soul vou hat 
hear again that still small voice ty 
spoke 2,000 vears ago in Gallilee_# 
that voice will say to you then: ’ 
done, thou good and faithful se 





























































